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Why do it the hard way ? 


Why make a tough job out of sell- 
ing your prospects a good thing? 
A good product and a good pre- 
sentation go hand in hand when 
you promote UM Non-Cancellable 
& Guaranteed Renewable Sick- 
ness, Accident and Hospital poli- 
cies. There’s a UM Non-Can 
contract for every requirement. 
And for every contract there’s a 
new Interview-Guide Proposal. 
It takes your prospect through 
every step in determining his need 
for Non-Can, and makes the in- 
terview flow like a smooth brush- 
ful of paint. And it makes sales. 
For you, too! 


Here’s how the new Interview Guide works- 
PROVIDES AN APPROACH 


Gets attention and sets the stage. 


DEVELOPS THE PROBLEM 


Shows the hazards and convinces pros- 
pect that it can happen to him. 


PRESENTS THE SOLUTION 


Dramatizes the benefits and shows how 
they will work for the prospect, thus 
leading into an automatic close of the 
sale, 








Contact your nearest Union Mutual Agency and find 
out how their new interview guides will work for you! 
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PROTECTION 
PLAN 
& 
a New York Life Agents throughout the United States, 
a Canada, Hawaii and Alaska offer their clients 


FULL CIRCLE PROTECTION 


New York Life Employee Protection Plans provide ‘Big 
Company" benefits for those who employ 10 to 24 people. 





Low Cost Coverages for life insurance, weekly disability 
and liberal hospitalization benefits. 


Ordinarily no medical examinations. Features similar to 
Major Medical. 
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51 MADISON AVENUE, NEW YORK 10, N. Y. 


NEW YORK LIFE 
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Mrs. Hobby Proves 
Good Salesman for 
Ike's A&H Program 


American Life Convention 
Audience Much Impressed 


by Talk on Social Aims 


Secretary Oveta Culp Hobby of 
the Department of Health, Education 
and Welfare made an excellent im- 
pression with the talk she gave at the 
American Life Convention annual 
meeting in Chicago on the administra- 
tion’s aims with respect to social se- 
curity and the spread of A&H insur- 
ance through private insurers. 

Mrs. Hobby’s obvious charm and 
ability, plus her forthrightness, gave 
her talk tremendous impact on a ca- 
pacity audience of insurance execu- 
tives, among whom there was a wide 
range of attitudes toward the methods 
by which the administration is trying 
to spread the benefits of A&H cover- 
age. It could be safely said that Mrs. 
Hobby did as much as anyone possibly 
could have to win the audience over to 
the administration’s viewpoint. 

The gist of Mrs. Hobby’s talk, which 
she and President Eisenhower have 
outlined on previous occasions, is that 
the American public is demanding 
A&H coverage and the middle-of road- 
ers had better get the recalcitrants to 
agree on something that can be under- 
written by private insurers if the lat- 
ter don’t want to see Congress enact 
something considerably closer to com- 
pulsory national health insurance. 

Mrs. Hobby’s listeners were particu- 
larly interested not only in what Sec- 
retary Hobby was saying but in any 
inferences to be drawn from what ap- 
peared to be significant portions of her 
talk. 

“The administration is convinced 
that health insurance should remain on 
a voluntary basis in this country,” she 
declared. “We believe that the regi- 
mented route can be avoided but only 
if the continued improvement of the 
quantity and quality of the protection 
offered by voluntary health insurance 
is vigorously accelerated. 

“IT can’t state to you too strongly my 
belief that time is running against 
those who seek to keep health insur- 
ance on a voluntary basis. In line with 
these views, the administration sought 
to devise a means whereby govern- 
ment could aid voluntary health insur- 
ance to meet the health needs of the 
American people. 

“We believe the administration’s re- 
insurance program considered by the 
last Congress was a realistic program 
to implement these objectives—objec- 
tives which were endorsed last spring 
by a meeting of leaders of your indus- 
try with President Eisenhower and de- 
partmental officials.” 

Saying the bill was recommitted be- 
Cause it had against it the votes of 
those who advocated a substantial gov- 
€rnment-operated and government-: 
Subsidized program and by those who 
felt the plan carried a threat of social- 

(CONTINUED ON PAGE 23) 


Dr. Willis, Mutual 
N. Y., Elected Head 
of Medical Directors 


Dr. Richard L. Willis, Mutual of 
New York, was elected president of 
Assn. of Life In- 
surance Medical 
Directors at its an- 
nual meeting at 
Toronto this week. 
He succeeds Dr. 
Richard C. Mont- 
gomery, Manufac- 
turers Life. 

Others’ elected 
were Dr. Ralph R. 
Simmons, Equita- 
ble of Iowa, presi- 
dent-elect; Dr. Ed- 
son E. Getman, 
New York Life, vice-president; Dr. 
Henry B. Kirkland, Prudential, secre- 
tary and Dr. J. Grant Irving, Aetna 
Life, treasurer. 

Elected to the executive council for 
a second term were Drs. Norman J. 
Barker, Connecticut General; Albert S. 
Irving, Commonwealth Life, and Wil- 
liam H. Scoins, Lincoln National. Elec- 
ted for first terms were Drs. J. Ran- 
dolph Beard, Mutual Benefit Life; Ar- 
thur E. Parks, Canada Life, and James 
H. Humphries, Home Life of New York. 

Elected to the board of insurance 
medicine were Drs. Milton H. Clifford, 
New England Mutual, and Paul H. 
Langner, Jr., Provident Mutual. Drs. 
Harry E. Ungerleider, Equitable Socie- 
ty, and J. R. B. Hutchinson, Acacia 
Mutual, whose previous four-year 
terms run until Dec. 31, 1954, were re- 
elected. 

The association’s 1955 meeting will 
ke held Oct. 19-21 at New York City. 





Dr. R. L. Willis 





Name Denver Agent 
Colo. Commissioner 


on Interim Basis 


DENVER—Sam N. Beery, 44, local 
agent at Denver since 1937, has been 
selected to fill the post of Colorado 
insurance commissioner on a _ pro- 
visional basis until the civil service 
commission selects a permanent occu- 
pant through competitive examina- 
tions. The incumbent, Luke J. Kav- 
anaugh, will work with Mr. Beery 
through Oct. 16. 

Mr. Beery will sell his local agency, 
as required by law, before becoming 
commissioner. He is a graduate of the 
University of Wisconsin with a busi- 
ness administration degree, and has 
been in insurance since 1933. He is 
presently Colorado general agent for 
Provident Life & Accident and local 
agent for America Fore group, Trinity 
Universal and Connecticut Indemnity. 





Johnson to Mutual Benefit 


Douglas W. Johnson, formerly ad- 
vertising manager of Mutual Service 
Life of St. Paul, has joined Mutual 
Benefit Life as assistant to the director 
of sales services. 


Full Card Readied 
for Selection Men’s 
New Orleans Meet 


The program has been readied for 
the annual meeting of Institute of 
Home Office Underwriters, to be held 
Nov. 17-19 at the Roosevelt hotel; New 
Orleans. Attendance is expected to ex- 
ceed 500. 

Opening the meeting will be an ad- 
dress Wednesday by Dr. Edward G. 
Simmons, executive vice-president 
Pan-American Life. J. H. B. Peay, Jr., 
assistant vice-president, Life of Vir- 
ginia, will give his report as institute 
president after which a paper on “Dis- 
eases of the Nervous System” will be 
presented by Dr. Robert A. Goodell, 
medical director Phoenix Mutual Life. 

That afternoon T. Bertram Ander- 
son, Jr., Connecticut General Life, will 
preside over a panel discussing such 
topics as war clauses—hazards to be 
excluded; pros and cons of jumping 
juvenile and substandard juvenile; 
non-medical experience and limits and 
substandard underwriting—how many 
classifications? Participating will be 
Wallace E. Bidelman, Iowa Life; 
George A. Booth, Bankers Life of 
Iowa; C. H. Davison, Mutual Trust 
Life; W. K. Fritz, Northwestern Na- 
tional; Allan Keltie, Great-West Life; 
Arthur C. Kerin, National Life, and 
Robert M. Kidd, Ohio National. 

Speakers and their topics Thursday 
morning will be I. M. Spear, State 
Farm Life, “Underwriting for Per- 
sistency”; Frank T. Somers, Minnesota 
Mutual, “Underwriting Substandard 
Term,” and C. F. Barney, American 
United, “A New Look at the Intangi- 
bles of Underwriting.” 

The industrial session is scheduled 
for Thursday afternoon, with E. B. 
Coarsey, Gulf Life, talking on “The 
Case for Rated Industrial” and Clyde 
R. deHaas, Equitable Life, on “The 
Case Against Rated Industrial”. 

Participating in a question panel will 
be Roy G. Diepenbrock, Peoples Life; 
David K. Jackson, Home Security Life, 
and James E. Rundle, Life & Casualty. 
James W. McCabe, United Life of Flor- 
ida, then will moderate the industrial 
case clinic. Participants will be J. M. 
Duff, State Capital Life; Henry E. 
Edenfield, Palmetto State Life, and 
Douglas E. Nickens, Lincoln Income 
Life. 

The ordinary clinic, to be presided 
over by Charles A. Will, Guardian 
Life, is scheduled for the final day. 
Participants are G. Selden Davey, 
Woodmen Central Life; Russell D. Ire- 
land, Paul Revere Life; Malcolm D. 
Thomas, Republic National; E. A. Wat- 
son, Independent Order of Foresters; 
Willis W. Edwards, Capitol Life; Paul 
H. C. Haggard, Phoenix Mutual; L. J. 
Norling, Pioneer Mutual Life; Donald 
H. Warren, Continental American; 
John S. Cook, Companion Life; C. L. 
O’Brien, Minnesota Mutual, and Em- 
mett Russell, Jr., Life & Casualty. 

Pan-American Life will be host at 
an informal reception Wednesday eve- 
ning and special entertainment has 
been arranged for the wives of mem- 
bers and guests attending. 


Conklin Sees More 
Risk, Less Return 
on Investments 


Financial Section Chief 
Gives His Views at Closing 
Session of ALC Annual Rally 


American Life Convention wound up 
its. annual meeting at Chicago with 
a Well-attended 
meeting of the 
Financial. Section. 

Investment prob- 
lems will probab- 
ly be greatly in- 
creased in the pe- 
riod just ahead, 
with more risk in- 
volved and possi- 
bly less compen- 
sation for that risk, 
said George T. 
Conklin, financial 
vice-president of 
Guardian Life, in his address as sec- 
tion chairman. 

Mr. Conklin said that life companies, 
investing their large aggregates of 
funds, must necessarily broaden their 
approach to this problem in the face 
of changing conditions. 

“The future seems certain to be the 
‘research age,’” he said, “and this 
means that appraisals of future trends 
will be more important than ever be- 
fore in investment analysis.” 

He pointed out that all industries are 
stepping up research rapidly and in 
the aggregate, excluding amounts 
spent on atomic energy, research ex- 
penditures are now more than 10 times 
those of the 1920s and growing rapidly. 

The greatly widened range of in- 
vestment activities of the life com- 
panies was cited by Mr. Conklin. He 
traced the growth of specific invest- 





George T. Conklin 





OFFICERS ELECTED 

Chairman—J. H. Windsor, finan- 
cial vice-president Equitable Life of 
Iowa. 

Vice-chairman—Henry Edmiston, 
vice-president Kansas City Life. 

Secretary—H. W. Brower, presi- 
dent Occidental Life of California. 





ment fields from the ‘three primary 
channels of the early days of the busi- 
ness, mortgages, governments and mu- 
nicipals, to the present broad spread, 
with industrial bonds now the most 
important’ outlet. This latter single 
field “comprises not .one field, but 
literally several hundred separate and 
distinct industries,” he: said. 
Discussing the investments of the fu- 
ture, Mr. Conklin expressed the bélief 
that there will.very likely be a ma- 
terial reduction in the equity cushion 
available in debt investment. The 
equity component of life insurance in- 
vestment seems certain to increase, he 
said. Citing the increase in stocks, 
housing and real estate, and the nar- 
rowing equity cushion in such fields 
as toll-roads and pipe-lines, he added 
that “this trend seems likely to in- 
(CONTINUED ON PAGE 21) 
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AGENTS— 
Do They Correctly 
Channel Sales Effort? 


The National Underwriter is begin- 
ning this week a series of selected ex- 
cerpts from the 1954 edition of Risk 
Appraisal by Dr. Harry Dingman, 
vice-president of Continental Assur- 
ance. Acknowledged as an authorita- 
tive work throughout the insurance 
world, more than 800 life and A&H 
companies in the U. S. and Canada 
use the book as a basic text. It has 
received enthusiastic praise from 
many million dollar producers as an 
invaluable selling aid, and a single 
placed case pays the $12.50 price. The 
new edition has just been published 
and is -available from the National 
Underwriter Co. at 420 East Fourth 
street, Cincinnati, or any of its branch 
offices. 

Because of Dr. Dingman’s unique 
writing style, the articles comprising 
the series should be entertaining as 
well as informative. He tempers what 
are serious messages with appropriate 
injections of humor. Dr. Dingman’s 
writing was cited as a style worthy 
of emulation in the well-known book, 
The Art of Readable Writing, by Ru- 


dolf Flesch, professor of philosophy —Chartered Life Underwriters—de- 


and English at Columbia University. 

Dr. and Mrs. Dingman are sailing 
from New York City Oct. 22 and will 
spend a week in Vina del Mar, a re- 
sort town of Santiago, and Valparaiso 
in Chile, and two weeks in Lima, 
Peru. 


By DR. HARRY DINGMAN 


Agents, I like ’em. Some like me. 
We all have our weaknesses. 

Agent initiates the personal insur- 
ance business. Does the buyer step 
up to the counter and ask for “$25 
worth of personal insurance, and what 
is your special today, please’? He 
does not. Agent can claim credit that 
(1953) 90 million persons have hospi- 
tal insurance protection; 80 million 
have life insurance; 36 million have 
protection against medical expense. It 
used to be that 4% of national income 
went for life insurance premiums. 
Other lines of personal insurance have 
encroached on insurance budgets. And 
taxes—! Now only 3% of national in- 
come is spent for life insurance. 

Life insurance agents call them- 
selves underwriters. They belong to 
the local branch of National Assn. of 
Life Underwriters. Should, if don’t. 
Best of the younger group are C. L. U. 
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holder publication, is gaining 
widespread reader accept- 
ance. Enclosed with Home 
Office mailings of premium 
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messages on health, hygiene 
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better life and living, as well 
as timely information about 
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icyholder relations and local 
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gree obtained after passing success- 
fully examination following long and 
systematic course of study in various 
branches of life insurance. Oddly, 
branch they study least is underwriting 
itself, underwriting in sense of selec- 
tion of risk. Yet most successful of 
all field underwriters are they who 
know if their prospects can qualify. 
Wonderful to know estate angles of 
life insurance. Wonderful to know how 
life insurance can satisfy tax needs. 
Wonderful to know inter-relationship 
of business partners if one should die. 
But what does it matter if the pros- 
pects can’t qualify? It is true that 88 
to 90% of all life insurance applicants 
get policies at regular rates, 8 to 10% 
are offered policies at increased pre- 
mium rate, only 2% are rejected. But 
these figures pertain to applicants, not 
prospects. The agent common sensibly 
conserves his time by screening out 
those who are obviously uninsurable. 
It further conserves his time if he 
knows’ underwriting principles and 
practices so he can give his company 
reason to reappraise a reject or sub- 
standard risk, and, conversely, re- 
fuses to embark on a shopping cam- 
paign from company to company when 
more favorable assessment is hardly 
to be expected. 

If an agent works, really works, 40 
hours a week for 50 weeks a year, he 
spends 2,000 hours thereby. If first 
year commissions earn him $20,000 a 
year, his time is worth $10 an hour. 
(Additional value in servicing old 
policyholders, of course.) It may be 
valuable time lost to spend (say) 20 
hours time—$200—in attempt to sell 
a doubtful risk, even if sale is finally 
made. Prospects that are more re- 
munerative may have been neglected. 
It pays for an agent to know appraisal 
practices so he can decide whom to 
sell in every nonstandard case, com- 
pany or client. Company is a difficult 
sale. Company knows the principles of 
selection of risks. Does agent? 





Langer to Probe 
Credit Tie-ins 
in 3 More States 


WASHINGTON—As a sequel to the 
recent hearing in Kansas by a Senate 
judiciary subcommittee on small loan 
company tie-ins with life and A&H 
coverage, Senator Langer, judiciary 
committee chairman, plans to hold 
hearings in Wyoming, Mississippi and 
North Carolina. No dates have been set. 

Invitations to hold hearings in these 
states came in response to Langer’s of- 
fer to attorneys-general and insurance 
commissioners of states not having 
small-loan regulations to investigate 
and hold hearings. According to com- 
mittee sources, the Kansas hearings 
showed that the requirement that bor- 
rowers buy insurance operated to 
evade the 10% small-loan interest rate 
limit. 

Tie-in sales are also due for discus- 
sion when Stanley N. Barnes, justice 
department anti-trust division head, 
addresses the National Assn. of Mutual 
Insurance Agents convention Oct. 25 at 
New York. 


Garland Smith 7 
Deplores Attacks 
on Texas Insurance 


Board of Commissioners 
Chairman Says Business 
Is Being Made Scapegoat 


Texas insurance, the second largest 
business in the state, has become sub- 
ject to treatment as a whipping boy at 
home and is being maneuvered into 
position as a national scapegoat, Chair- 
man Garland A. Smith of the board of 
insurance commissioners, said in an ad- 
dress before Surety Assn. of Houston 
last week. 

“T have said before—and I say again 
now—there was no real basis for the 
attack upon Texas insurance companies 
or Texas insurance regulation,” Mr. 
Smith averred. “The only ‘insurance 
mess’ of which I have knowledge is 
the messy nature of the contrived at- 
tack made against the industry.” 

Texas insurance is a home grown 
product which has nearly reached the 
pinnacle of its growth and importance, 
Mr. Smith said. But even though it has 
become a financial giant, it is neither 
fully understood nor properly appre- 
ciated by the people of the state. At 
home, he asserted, it suffered from the 
effort to develop political issues. “From 
beginning to end, the campaign to un- 
dermine public confidence in the in- 
surance industry was carefully planned 
and coordinated to aid and abet the 
candidacy of a group desperately 
striving for control of the state govern- 
ment,” Mr. Smith said. Such a cam- 
paign would not have been undertaken 
had the people behind it not realized 
that the lack of public understanding 
about the industry made such a ma- 
neuver a political gamble. Even though 
the gamble didn’t pay off, he said the 
critics found a weak spot and set an 
example which others will attempt to 
follow unless the business eliminates 
its weakness. 

At the same time, and perhaps more 
important, Texas insurance is being 
subject to national criticism. Behind 
this, Mr. Smith charged, is the element 
which desires to have insurance cen- 
tralized in the federal: government. 
There is a desire to overturn state au- 
thority in the regulatory fields and 
concentrate it in Washington, and a 
corresponding desire to make insurance 
a public rather than a private function. 

To accomplish central control, it is 
necessary to prove, or at least to ap- 
pear to prove, that state regulation is 
failing, and there has been a consistent 
singling out of Texas as a target for 
“unwarranted and usually untrue crit- 
icism. 

“They have succeeded in building up 
throughout the nation a foundation of 
suspicion and hostility directed at 
Texas insurance. I think you would be 
surprised—and I am sure you would 
be disturbed as I am disturbed—if you 

(CONTINUED ON PAGE 22) 





@ For additional working capital .. . 
for expansion 

@ To pay off indebtedness . 
protect your credit 


John H. Weber, president 





- General Agents and Agents 
HAVE YOUR MONEY ON YOUR VESTED RENEWALS NOW 


PLEASE CALL OR WRITE FOR PROMPT, CONFIDENTIAL SERVICE... 
628 U. S. National Bank Bldg. 
RENEWAL GUARANTY CORP. Denver, Colorado * Phone ALpine 5-7360 


@ To buy or remodel your home 

© To take advantage of today’s in- 
vestment opportunities 

@ Loans made at bank interest rates 
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trived at- Lansdale, Pa. 

ae August 1, 1954 
ached Chas. E. Becker, President 

portance, Franklin Life Insurance Company 

ugh it has Springfield, Illinois 

is neither Dear Sir: 

ly appre- | completed my sixth full year with Franklin yesterday and it 
state. At makes me exceedingly happy to ponder over the things | have 
aye been able to accomplish in so short a time. 

en to un- My opinion as a newcomer to the insurance business, was that 

n the in- a man should be able to retire in 20 years. With the degree of 

y planned success | have been able to attain | really believe | could retire 
abet the : within a 10 year period from the date of my contract with Franklin. 
ssperately However, | doubt if | will ever stop working entirely. 

e govern- I get a bang selling our Exclusives and my bank account gets a 

an a cam- “boom.” Yesterday, | made five sales for a total of approximately 
idertaken $400 in premiums .. . the sales consisted of two PPIP, two Home 
ae Protectors, one Ordinary Life. 

oh a ma- I never count my volume but concentrate entirely on the number 

m though of sales made ... always aim for one sale per day and am happy to 

. said the state that | have averaged a sale a day for the past three years. 

id set an By adhering to this objective, the volume takes care of itself, but 
ttempt to ‘ more important, it also provides me with commission checks great- 
liminates ly in excess of my needs. 

In celebrating my sixth anniversary with Franklin | want you to 

aps more know how happy | am. I see no reason why the average man who 

1S — . gets started with us could not attain a similar objective . . . if he 

: aaa really wants financial independence. To me there is nothing 
ince cen- “extraordinary” about making a sale a day in the “Ordinary” 
oceull business when one has PPIP, JISP, and Home Protector in his sales 
state au- kits. 

elds and Sincerely, 

a =i George Sacks 
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cans have been often found to be un- dress. “Let’s Talk Shop,” a panel on} s 
Over seas E mployes reasonable and it would - cage tore Two F orums Slated current problems in the business, wil] Sp 
difficult to “negotiate” these charges . be presented by Lewis W. S. Chapman, 

Tough P T oblem I n roe nig ong oo mee vor a for First Day of director of company relations of LIA. P dil 
: : ’ MA, and his staff. The 

F ed er al Ad&H Gr oup wn _— . the American govern- LIAMA Confer ence An open forum later in the afternoon J conve 
WASHINGTON—Inclusion of State Another factor to be considered is | The program has been completed for will be presided over by S. Rains Wal-f at wh 
department overseas employes poses a the difference in sanitary and living the first general meeting day of the lace Jr., director of research of LI- cussec 
tough problem in the formulation of conditions and the effect of bad con- annual LIAMA conference, Nov. 9-12 AMA, assisted by Donald A. Peterson, out s 
the projected group A&H program for ditions in those fields upon the risks at the Edgewater Beach hotel in Chi- research associate in charge of the sel. giscus 
all federal civilian employes. A White involved. cago. The Nov. 9 meeting will follow ection unit. It will provide an o;por- Hen 
House task force has been working ne two days of committee meetings. tunity for agency officers to discuss} jyary 
with the civil service commission and : aes : th suite: tees ual) 

a group of life company experts on Jenkins-Keogh Plan sn a ee cee oe ee re the qu 
the problems involved. . ing for Sales. net co 
According to White House sources Is Rearing Its Head Two forums will be held in the Missouri Gets Approval for | now?” 

it may be impossible to obtain a group WASHINGTON—The principle em- morning. Agency officers from a num- % k Divi d d the de 

policy from private insurers providing bodied in the Jenkins-Keogh propo- ber of companies will tell of public re- 100% Stoc ividen simple 

the necessary coverage. The alternative sals to give self employed persons the lations ideas that work for them. It | ST. LOUIS—Missouri Ins. Co. has} was at 

suggested is government insurance of same tax advantage enjoyed by sal- js sponsored by the public relations received approval for a 100% stock 000 m 

its overseas employes and their de- aried workers under qualified pension committee and will be moderated by dividend and now is in process of . 
pendents. : ; plans is apparently under considera- Charles C. Robinson, vice-president of Working out payment details. This in. are 
Obstacles mentioned in the way of tion by the Treasury. Treasury Un- ee So es ae x creases capital to $2 million. There also in net 

commercial coverage include differ- dersecretary Folsom in a recent state- Columbian National and committee ;° surplus of $1,500,000. est rat 
ences in price levels around the world ment said that the administration is Chairman. _ : f Previously the company had capitaj— mortal 

and variations in exchange rates which interested in the problem of the re- The Washington scene will be in- of $1 million, split into 10,000 shares of § and m 

an insurance company would have to tirement income of people not cov- terpreted in a forum on “The Legisla- $100 par value. Under the new ar-§ tive co 

protect itself against. Also the quality ered by pension plans. In a review of tive Climate for Sales,” moderated by rangement it is to have 400,000 shares Thes 

of medical care varies and it is diffi- legislation during the last year he Frank F. Weidenborner, agency vice- of $5 par value. Published reports that al 

cult to distinguish between the com- noted that President Eisenhower has resident of Guardian Life and chair- capital would consist of 200,000 shares sri 

petent doctors and those that are not reserved this problem “for further P h : itt of $10 par value were in error. policies 

so able. study.” Bills along the lines of the ™4? of t ec ees Cee Control of Missouri recently was deman 

Another obstacle is that charges of Jenkins-Keogh plan are expected in Cooperation with other organizations. purchased by a group of investment} °™Pa! 

foreign doctors for services to Ameri- the new Congress. Participants will be Eugene M. Thore, pankers headed by A. G. Edwards ¢} Mr. Re 

general counsel of Life Insurance Assn. Sons, St. Louis, and R. S. Dickson %| that w 

of America, and Claris Adams, execu- (Co., Charlotte, N. C. One of the condi.) lower-! 

tive vice-president and general counsel tions of sale was that the buyers agree) one w 

of American Life Convention. to make the stock widely available to} chance. 

Dr. Charles F. Phillips, president of the public as well as employes of the} tendenc 

Bates college, will address the fellow- Company and continue the company asf izes ar 

ship luncheon on “The Economic Cli- 2 St. Louis a, with the same ory tha 

mate for Sales.” Rae ner Gere Lincc 

The first general session will degin a $10, 

in the afternoon with H. P. Anderson, Bankers National Gains “modifi 

vice-president of Life of Virginia, pre- Paid-for ordinary production by first-ye 


siding. Richard E. Pille, vice-president 
in charge of agencies of Mutual Bene- 
fit Life and president of LIAMA, will 
deliver his keynoting presidential ad- 


Bankers National Life during the third 
quarter and the first nine months was 
up 8% and 12% over the similar peri- 
ods respectively of 1953. 
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Quality is the one word that describes the GUARDIAN FOR Py 
guaranteed renewable disability contracts. — 
They are NON-CANCELLABLE by the company Y — 
and GUARANTEED RENEWABLE to age 65... 4 u t h e v a nN S ae. 


they provide for annual dividends, reducing premium 
outlay . . . they provide non-aggregate indemnity, do 
not require house confinement, provide lifetime acci- 
dent benefits if disability occurs before age 65... 
benefits are increased 10% if premiums are paid 
annually, 5% if paid semi-annually. 
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as of December 31,1953. . “ 
ASSETS .. . eu 
TOTAL SURPLUS FUNDS . : 
1953 INCREASE IN INSURANCE . 


Organized in 1879 
Completing 75 Years of Progress and Service 


Lutheran Mutual 


$294,660,475 
60,238,794 
3,918,964 
25,058,651 
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And the same quality is built into our commercial 
Accident and Health policies and our Hospital Ex- 
pense plans. 


Here are contracts you can offer with confidence. 
Ask your nearest GUARDIAN manager for complete 
information. 


LIFE-ACCIDENT AND HEALTH 


a GUARDIAN 


0 

















LIFE INSURANCE COMPANY 

Z Gb Shuurance Coupany OF AMERICA Z yy, HOME OFFICE g Snap 
FIFTY UNION SQUARE NEW YORK 3, N. Y. tj Yj WAVERLY, 1OWA the ALC 
Serald, p 
tual Life 
Session | 
Jackson, | 








XUM 


LIFE INSURANCE EDITION 














S) pecial' Policies Stir Interest at ALC 
Panel Discussion on ‘My No. 1 Problem’ 
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tuary of Lincoln National Life, posed 
the question, “Should we meet the low 
net cost of ‘special policies’ and if so, 
how?” Mr. Rood recalled that during 
the depression there was a relatively 
simple situation and that while there 
was at least one company with a $5,- 
000 minimum policy most companies 
were more interested in solvency than 
in net cost. However, since 1946 inter- 
est rates have gone up, the long term 
mortality trend has been favorable, 
and mechanization has cut administra- 
tive costs. 

These conditions influenced some 
companies to offer lower-net-cost 
policies and there was naturally a 
demand from agents of competing 
companies to do likewise. However, 
Mr. Rood said it was his observation 
that when an agent lost a sale to a 
lower-net-cost company it was usually 
one where the agent never had a 
chance. Nevertheless, there has been a 
tendency to increase minimum policy 
sizes and cut commissions, on the the- 
ory that half a loaf is better than none. 

Lincoln National decided to put out 
a $10,000 minimum policy on the 
“modified two” basis, with reduced 
first-year commissions and essentially 











Among the many lawyers on hand 
for the ALC meeting in Chicago: James 
P. Swift (left), vice-president and gen- 
eral counsel of Southwestern Life; and 
Ralph H. Kastner, general counsel of 
ALC. 





Snapped at the annual meeting of 
the ALC in Chicago: Edmund Fitz- 
gerald, president of Northwestern Mu- 
tual Life, who addressed the general 
Session Thursday, and Clarence A. 
Jackson, president of American United. 
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standard underwriting. It was realized 
that it would not be as profitable as a 
regular policy to the agent or to the 
company. This policy was very compe- 
titive at first and was widely acclaimed 
by the field force but as other com- 
panies followed a similar course the 
situation became less favorable. 

Mr. Rood mentioned some of the 
problems connected with putting out a 
special policy. For example, how 
should companies allocate their divi- 


dends on the old $10,000 policies on 
which commissions were higher? He 
mentioned also the effect on companies 
squeezed by this type of price compe- 
tition and the possibility that there 
might be increased scrutiny from state 
insurance departments. 

Travis T. Wallace, president of Great 
American Reserve of Dallas, speaking 
as a chief agency officer, emphasized 
that life insurance selling skill and not 
education is what is needed to make 
an agent successful. He pointed out 
that actuaries would be Million Dollar 
Round Table members if knowledge 
were the key. 


Drilling for skill is the way to pro- 
duce successful agents, he emphasized. 
The reason why this is overlooked is 
that training is more boring than im- 
parting information. Moreover, people 
in life company home offices usually 
have more knowledge of life insurance 
than they have skill in selling. The 
best time to drill the agent in the 
sales skills is when he is just getting 
his eyes opened to the wonders of the 
business, Mr. Wallace said. 

Mr. Wallace said that people in the 
home office agency department should 
get into the field and sell insurance. 

(CONTINUED ON PAGE 19) 





Aarsachusele Mutual 


now offers... 
a new 


Deposit 


Administration Plan 








@ 30 YEAR PURCHASE RATE GUARANTEE 


@ REALISTIC, UP-TO-DATE MORTALITY TABLE 
(Ga-1951 Table with Projection produces lower initial Annuity Rates) 


@ INTEREST RATE GUARANTEE INCREASED 
(23%, % credited during first five years; 2% thereafter) 


@ LOADING FACTOR REDUCED 
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minus $8.01*. 





*« Minimum issue, $10,000. 


* Highly competitive rates. 
* At age 35, a 20-year net cost of 





$8996 


Face value of the average of all poli- 





cies placed in force by UNITED LIFE in 
1953 was $8996—in 1952, $8618... 
earning fourth position in this respect 
for UNITED LIFE among the nation’s 


more than 500 life insurance companies. 


The scope and added benefits of 
every UNITED LIFE policy provide un- 


* No decrease in commissions. 


* A preferred risk plan that is good 
for you--better for your client. 


$10.00 per month disability may 
be added to this contract. 


derwriter and policyholder alike with an 


unusual opportunity. 


*Based on current dividend scale 





For particuisrs write to WM. O. HALLER, 








* * Vice President and Agency Manager 
ame * Write today for details UNITED .- 
3 


LIFE AN 
PHILADELPHIA LIFE D CCIBENT 


INSURANCE COMPANY 














INSURANCE COMPANY =| ® 
111 NORTH BROAD ST. werd Concord, New Hampshire 
PHILADELPHIA 7, PA. @ 
William Elliott Joseph E. Boettner, C.L.U. 
President Agency Vice President 

















15, 1954 


October 15, 1954 


LIFE INSURANCE EDITION 








ican Life 


ort 
a. 
ed man- 





4 


lartin 


dttumwa 


nding 


lich now 
itions in 
nlarging 
‘e facili- 
<pansion 
ictivities 
ames A, 

Associ- 
rokerage 


ife, Cin- 
ne pro- 
‘e series 
‘ted Oct. 
anapolis. 
ye Wed- 
f H.C. 
ty’s col- 
ion and 
lege of 





7 











§. W. Management 
Rally Attendance 
Goes Over 400 Mark 


More than 400 general agents and 
managers from seven states participat- 
ed in the first annual Southwest Man- 
agement Conference at Mineral Wells, 
Tex.—marking the largest attendance 
in the 17-year history of such meetings 
in the nation. 

Sponsored by General Agents & 
Managers Conference of Texas, the 
program featured five principal speak- 
ers, and four specialists in their fields 
conducted discussion session. 

The conference was conducted under 
the supervision of Charles E. Gaines, 
executive associate director of the 
Southern Methodist University insti- 
tute. 

Paul A. Norton, vice-president of 
New York Life, discussed “The How of 
Agency Building.” Stating there are 
not enough good agents to give the 
public the service it needs, Mr. Norton 
pointed out that successful agencies 
may be built by “growth through up- 
grading of present personnel, and by 


growth through addition of manpow- _ 


er.’ Confidence in the recruiter’s abil- 
ity to assist the prospective agent to 
succeed is one of the essentials of suc- 
cessful recruiting, the speaker empha- 
sized. He termed personal observation 
the best, but a limited method of as- 
saying a prospective agents abilities. 
Another possibility of selecting recruits 
is through utilization of a personnel 
committee, he said. 
“Motivation—Raising the Sights of 
Our Men” was discussed by Earl M. 
Schwemm, manager of Great-West 
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Life at Chicago. “The agent cannot op- 
erate in the higher markets unless he is 
in tune with current outside economic 
influences, including taxes, social se- 
curity, interest rates and other eco- 
nomic and sociological trends,” Mr. 
Schwemm observed. He emphasized 
this philosophy of management means 
broadened training responsibilities, 
with increased responsibility for the 
manager’s own study of outside in- 
fluences. “To be in the top level, you 
must be a counsellor, and that requires 
study. The job of management is to 
direct men toward their most promis- 


ing markets.” 

A. R. Jaqua, director of the S.M.U. 
institute, discussed some of the pro- 
visions of the 1954 tax law as it ap- 
plies to life insurance. 

Charles J. Zimmerman, managing di- 
rector of LIAMA, said the “Why of 
Agency Building” is obvious—“it is 


the core of the best distribution system 
we know.” 

The talks were summarized by Ben- 
jamin N. Woodson, president of Amer- 
ican General Life, who declared 
good manager builds 
strength of his agents”. 


“ 


a 


through the 


Room-hopping discussion sessions 
were moderated by W. T. Spencer, 
American National, who led a session 
on “Recruiting”; Orville Ericksen, John 
Hancock Mutual, who moderated a 
discussion on “Ordinary Production”; 
Hugh Skinner, Southwestern Life, 
whose group discussed “Survival,” and 
Ted Olnhausen, who led a group ina 
discussion of “Motivation.” 


Dr. Alvin H. Goeser, director of pub- 
lic relations of World, spoke on public 
relations and employe relations in the 
accident and health field at the Rich- 
month Assn. of A&H Underwriters. 
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Follmann Tells Why 
A&H Insurers Cancel 


In a speech at the Indianapolis A&H 
Assn. meeting, J. F. Follmann, Jr., gen- 
eral manager of Bureau of A&H Under- 
writers, pointed out that A&H is the 
only major line of insurance in which 
the attitude of a claimant can affect 
loss experience. This, he said, is shown 
by the experience of 1931-1932 when, 
with respect to the same coverages, the 
same policyholders and the same rates, 
loss ratios suddenly increased 12% to 
14% in that two-year period. 

This sharp increase in loss ratio, Mr. 
Follmann said, has occurred recently 
in areas of temporary unemployment, 
and it is clear that there is a close re- 
lation between decreased earnings and 
unemployment and A&H claims. It is 
contingencies such as this, rather than 
adverse experience with individuals, 
which makes the A&H discontinuance 
clause a necessary safeguard for the 
companies. 

The right of discontinuance, Mr. 
Follman noted, has been a feature of 
almost all A&H policies in the U. S. for 
more than 100 years, and is common in 
other forms of coverage. Premium 


rates now generally paid are based 
upon this right, and those companies 
which now write non-cancellable poli- 
cies must charge a higher premium. 

Charges and countercharges have 
been made about the frequency of dis- 
continuance, but the first nationwide 
study was made by Commissioner Gold 
of North Carolina. His 1953 report 
showed that of 23 million persons in- 
sured by 94 companies, the policies of 
120,000 had been discontinued during 
the preceding year, or % of 1%. 

It follows from this, Mr. Follmann 
argued, that the right of discontinuance 
is not in itself a cause of unethical 
practices, that the mere existence of 
this right does not insure injustice to 
the public, but that some companies 
can use this proper safeguard impro- 
perly. Such companies, he said, can and 
should be dealt with by state insurance 
officials. 

There are some companies, Mr. Foll- 
mann said, which do write non-cancel- 
lable policies, and this type of insur- 
ance is available to the public. How- 
ever, often the applicant must be ex- 
amined to see whether he can qualify 
and the underwriting requirements are 
usually more stringent. These policies 
have an age limit and are not general- 
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ly available to new risks over age 50. 

To meet the public demand for con- 
tinuing A&H insurance, Mr. Follmann 
said, companies are experimenting 
with various techniques. He described 
these as: 

1. A policy which is guaranteed re- 
newable to age limit but on which the 
premium can be altered by the com- 
pany. Alteration would be on a class, 
not an individual basis. 

2. A policy guaranteed renewable to 
age limit but on which the premium 
periodically increases at stated inter- 
vals. 

3. A policy which is renewable at 
option of the company, but the policy 
provides that renewal will not be re- 
fused due to change in physical con- 
dition of insured. 

4. Notifying agents that the company 
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will not refuse to renew the policy due 
to change in physical condition of the 
insured. This is a non-contractual ver- 
sion of the preceding experiment. 

5. Company practice of overlooking 
any changes in physical condition of 
insured (as contrasted with contract or 
statement to agents.) 

6. Company practice of overlooking 


frequency or duration of warranted 
claims. 

Certainly this experimentation is 
wholesome, Mr. Follmann conceded, 


but the results for good or ill can be 
known only after many years. If good, 
they will be generally adopted; if un- 
sound, they will disappear. Meanwhile, 
the right of discontinuance protects the 
solvency of the company and the safety 
of its policyholders. 
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Here's Another 
View on Equity 
Annuity Principle 


Norman K. Rosen, Home Life of 
New York at New York, in the follow- 
ing letter presents still another out- 
look on the equity annuity principle 
proposed by a prominent agency man- 
ager to offset mutual fund competi- 
tion and reported in the Aug. 20 issue 
of The National Underwriter. Other 
comments on the plan were carried in 
the Sept. 17 issue. 

The comments of Mr. Alberts and 
Mr. Blumenthal in your Sept. 17 
issue were significant to me in a dif- 
ferent manner than it may have been 
to most of your readers. 

Mr. Alberts, the C.L.U., says that 
“because of my background, I would 
naturally be against it’. Why? He has 
studied government, economics, cor- 
poration finance, and money and 
banking. Even a cursory study of these 
subjects should have taught that 
throughout history the monetary unit 
has consistently tended to depreciate; 
that in this country, it is politically 
unfeasible to “harden” the money for 
any protracted period of time. 

Why then is Mr. Alberts background 
against the equity annuity principle? 
Perhaps it’s his position as a general 
agent of a particular company that 
makes him against it? 

Mr. Blumenthal is on firmer ground 
because his position allows him to be 
impartial. Equity investments through 
mutual funds will not suddenly become 
sound when the life insurance com- 
panies start to write them. Yet that, 
in my opinion, will be the position of 
most life insurance men. And not just 
when one company writes them but 
when their company does. 

It reminds me of the position of 
many insurance men whose companies 


did not write the “preferred” or 
“special” policies mentioned by Mr. 
Blumenthal. 


They were against these contracts 
on moral, ethical, political, social,eco- 
nomic and any other grounds they 
could think up. When their own com- 
pany started to write these bugaboos 
suddenly the air cleared. Why 
shouldn’t the price to a $10,000 policy 
buyer be less than to a $1,000 buyer? 
Why shouldn’t a man in a preferred 
occupation get a cheaper rate than a 
street cleaner? Why? No reason—as 
long as they could write it in their 
own company. 

Incidentally, the C.L.U. conferment 
charge does not say anything about 
putting “additional commission dollars 
well deserved into the pockets of full- 
time capable insurance men” as Mr. 
Alberts puts it. As C.L.U.’s we are 
obligated to recommend equities 











Miss Alice Underwood, desk clerk at 
the Edgewater Beach hotel, greets a 
distinguished customer, Chairman J. 
P. Fordyce of Manhattan Life, Who was 
at the hotel for the annual ALC meet- 
ing at Chicago. 





through mutual funds whether or not 
we profit from the recommendations. 
If we desire to profit, we can do as 
Blumenthal does—sell both. 

I believe that Mr. Blumenthal is 
more representative of the insurance 
man of the future. That all of us will 
one day sell both insurance and mu- 
tual funds. He is, in my opinion, on 
the wrong ground as to his reasons 
for advocating separation of insurance 
and equity operations. 

I am not concerned that a ‘“Frank- 
enstein monster” would be created, for 
I am convinced that the life insurance 
companies are not qualified in the 
field of fluctuating investments. 

With the exception of a few domes- 
tic companies and several of the Cana- 
dian companies, the life insurance 
companies have shown themselves to 
be completely unimaginative in their 
investment operations. And imagina- 
tion is the important ingredient in 
equity investing. It is not enough to 
check Moody’s rating, as in bonds, in 
order to invest properly in equities. 
Conservatism tending to backward- 
ness can carry through in a pure life 
insurance operation. In equity invest- 
ment, it is deadly. 7 

A life insurance company whose in- 


Chicago Life 
Underwriters 
Assn. stalwarts at 
the ALC meeting 
in Chicago; Robert 
L. Reno, Jr., (left), 
Equitable Society; 
Joy Luidens, ex- 
ecutive secretary 
of the Chicago as- 
sociation; and 
Philip B. Hobbs, 
Equitable Society, 
past president of 
NALU. 











vestment department does a terrible 
job will still be able to serve its prime 
function, as Mr. Blumenthal puts it: 
“1 To provide indemnity against pre- 
mature death. 2 To funnel funds on 
a fixed long term basis’’. 

If the same company were in the 
equity field, a bad job would be cata- 
strophic. 

Some of the mutual fund sponsors 
are offering contractual investment 


plans tied up with life insurance. They 
are vicious in their conception because 
they confuse the public. They are 
buying a mongrel, whereas they think 
they are buying a thorough-bred. They 
get neither fish nor fowl. 

We criticize these plans—and prop- 
erly so. How can the life insurance 
business adopt what it validly criti- 
cizes. Wouldn’t we be _ saying—“it 
stinks, but we can do it better.” 


































LNL’S Employee Package Plan 
Has Doubled Sales 


Lincoln National’s Employee Package 


Plan has doubled the sales and com- 


missions LNL 
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from small employee groups. And it 
has started many an LNL agent in the 
Company’s profitable Group business. 


Lincoln National’s easy-to-present 
Employee Package Plan is another 
reason for our proud claim that LNL 
is geared to help its field men. 


LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


Fort Wayne, Indiana 


representatives secure 
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PAN-AMERICAN’S 
CAREER CONTRACT, 


which stresses the com- 
pany’s philosophy of help- 
ing the best men make 
more money. To do this 
job, we furnish ample 
training, top-notch sales 
aids and_ individualized 
policies to meet individual 


needs. 
PAN-AMERICAN 


LIFE INSURANCE CO 





CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 









For information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 


NEW ORLEANS, U.S. A. 


C. of C. to Study 


Union Welfare Funds 


WASHINGTON—Union welfare 
funds and their administration will be 
studied by the U.S. Chamber of Com- 
merce. The insurance department and 
other branches of the chamber will 
participate in the study group which 
will represent all segments of business 
interested in welfare funds. 

Submission of periodic reports on 
welfare funds to the internal revenue 
service will be one possibility studied. 
The service now receives reports on 
pension plans. Under this proposal em- 
ployers would give a full accounting 
of their contributions, type of benefits 
paid, lists of administrative costs, in- 
vestment income, and amounts and 
types of securities purchased by the 
fund. 

If the employer has an insured un- 
ilateral program, he would also list 
the name of the insurance company 
and the premium amount shown on 
the policy, other payments made by 
the employer for professional services 
and administrative costs connected 
with the welfare fund. 


Attached to the employer report 


would be a statement by the insurer 
showing commissions paid by it, to 
whom paid, etc. Where several em- 
ployers contribute to a fund, all in- 
formation would be filed by an account 
number given to the fund, so for the 
first time the amount of employers’ 
contributions could be checked against 
that received by the welfare fund. 

The welfare fund administrators or 
trustees would file a report with the 
internal revenue service showing their 
fiduciary responsibilities, names of 
labor organizations participating in the 
funds, names of employers and 
amounts contributed by each, names of 
insurers if any, a statement by the 
insurance company giving a full ac. 
count of amounts paid for insurance, 
names of persons receiving brokerages, 
administrative fees, salaries, or bene- 
fits under such trust funds. 

Proponents of this plan point out 
that a 100% accounting of all welfare 
fund operations is required. 





Edgar M. Kelly, Prudential manager 
at Oakland, president of the Oakland. 
East Bay General Agents and Manag- 
ers Assn. discussed “Character in the 
Life Insurance Business” at the Sept. 
28 meeting of the San Francisco Gen- 
eral Agents & Managers Assn. 








Global 


ACCIDENT INSURANCE 


Lloyds, London 


Also Through 


EMPLOYERS MUTUAL 


CASUALTY COMPANY 
DES MOINES, |OWA 





WORLD HIGH 
WIDE LIMITS 
® @ 
GROUP BROADER 
PERSONAL COVERAGE 


write, phone or wire 


(i. SHANNON GROVER & COMPANY 


BOARD OF TRADE BUILDING 
141 WEST JACKSON BOULEVARD 
TELEPHONE 


HArrison 7-1291 CHICAGO 4, ILLINOIS 


CABLE ADDRESS 
GROCO - CHICAGO 















Sixty-First Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $190,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894....The Company also holds 
over $82,500,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 


w * 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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Washington National, 
Combined Stage 2nd 
Employe Vote Contest 


The second “Get Out the Vote” 
contest between Combined of Chicago 
and Washington National of Evanston, 
will be held election day, Nov. 2. 

Promotion campaigns are now being 
carried on in both companies urging 
all eligible voters to register and vote. 

The first such contest between the 
two companies was held during the 
general elections in 1952. Based on 
the percentage of eligible voters pres- 
ent at work on election day, the con- 
test was won by Combined with a 
96.6% of all eligible employes going 
to the polls. Washington National lost 
the contest by only 3%. 

Since Washington National has ap- 
proximately 800 persons in its employ 
in comparison with the approximate 
925 Combined employes, the contest is 
pased on the percentage of eligible 
voters present and having voted on 
the day of election. The personnel de- 
partments headed by Lennard McCabe 
at Combined and represented by Glen 
Browne at Washington National are 
publicizing the contests on the depart- 
mental level. 


Colonial B Winner 


The New Brunswick, N. J. branch of 
Colonial Life won the president’s cup 
in division B for the first six months. 
This is Colonial Life’s top production 
award for combination agencies. The 
presentation of the cup was made by 
President Richard B. Evans to Man- 
ager Lawrence Hemberger at a dinner 
attended by the field staff and their 
wives in New York. Among the guests 
were Mrs. Richard B. Evans and Harry 
W. Rice, superintendent of combination 
agencies, and Mrs. Rice. 








Tex. Leaders Seminar Set 


The annual sales seminar of Leaders 
Round Table of Texas will be held Dec. 
6-10 at the Southern Methodist Univer- 
sity marketing institute, Dallas, under 
the direction of A. R. Jaqua and C. E. 
Gaines. Use of the new tax law by 
agents will be discussed by leading 
producers. 

At an appreciation banquet Dec. 9 
the round table will present its out- 
standing achievement award to Mr. 
Jaqua. 





Farm Loans at $2 Billion 


U. S. life companies today have $2 
billion invested in farm mortgages, ac- 
cording to Institute of Life Insurance. 
This is about $125 million more than 
at the start of the year, $180 million 
more than a year ago and more than 
two and a half times that invested at 
the end of the second world war. 
About one-fourth of the mortgage fi- 
nancing of farmers is now with life 
companies, which have extended loans 
to about 200,000 farms. 


New Company Name Proposed 


Directors of Pyramid Life Insurance 
Co. of Little Rock have recommended 
that the company change its name to 
the First Pyramid Life Insurance Co. 
of America to avoid confusion with 
Pyramid companies at Charlotte, N. C., 
and Kansas City, Kans. The recom- 
mendation was scheduled for consid- 
eration by stockholders. 





Hancock Presents Painting 


The original oil painting prepared 
for John Hancock’s Lewis and Clark 
advertisement appearing in national 
Magazines has been presented to the 
Montana Historical Museum. James 
M. Smith, Hancock general agent of 
Spokane, presented the painting to 
Montana Governor J. Hugo Aronson 
at a special ceremony in Helena. 

When making the presentation, Mr. 


Smith said that Paul F. Clark, presi- 
dent of John Hancock, is a lineal 
descendant of George Rogers Clark, 
elder brother of William Clark, who, 
with Meriwether Lewis, first explored 
the northwest. 

In connection with the Lewis and 
Clark sesquicentennial celebration to 
be held next year, Hancock has pre- 
sented the Historical Society of Mon- 
tana with 4,000 copies of a booklet on 
Lewis and Clark which will be dis- 
tributed in public schools in that state. 





K. C. Life Agents Meet at L. A. 


Southern California agents of Kan- 
sas City Life attended a sales confer- 
ence at Los Angeles, presided over by 
Bayard Judd, general agent there. At- 
tending from the home office were J. 
T. Langston, assistant general counsel; 
Verne N. Barnes, director of field 
training, and George S. Gallupe, di- 
vision supervisor in the field training 
department. 





e New paid production in Equitable 
Life of Iowa for September amounted 
to $9,659,397, bringing total production 
for the first nine months to $94,988,- 
491 and increasing life insurance in 
force to $1,347,013,752. Griffin, Ingram 
and Pfaff, Chicago general agency, 
led all others. 


Proof of the Pudding 


Cash income of all of the qualifiers for our recent 
Life Department Convention averaged a cash income 


for the preceding 12 months of $15,512.87. 


The top third averaged $28,941 
The middle third averaged $12,195 
The lower third averaged $5,402 


We believe that happiness in working conditions — 
rates, practices, broad coverage and service—has a 


‘cash value. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1857 


ACCIDENT 


LIFE 


North California A & H N. W. Mutual Western 


Men Elect J. F. Dineen 


John F. Dineen, special agent of 
Great American Indemnity, was elect- 
ed president of Northern California 
A & H Underwriters Assn. at a meet- 
ing staged during the A&H motor clinic 
sponsored by the association and Calif- 
ornia State A & H Underwriters Assn. 
at San Francisco. Other officers are: 

Ray Singleton, Mutual Benefit H. & 
A., treasurer; Elsie Gregerson, Ocean 
Accident, vice-president, and Frank 
Kay, Washington National, secretary. 

Speakers at the motor clinic were 
Robert E. Little, president of the 
California association; Mr. Dineen; 
Ed Hobson, special agent at Oakland 
for Paul Revere Life; William G. 
Coursey, executive secretary of Inter- 
national Assn. of A & H Underwriters, 
Chicago, and Congressman J. Arthur 
Younger. 





e Sayre Toso & Schaefer, California 
general agency for Great-West Life, 
has appointed J. B. Mathis brokerage 
supervisor at San Francisco, assisting 
Melvin M. Miller, brokerage manager. 
Mr. Mathis has been in life insurance 
at San Francisco for several years. 


Regional Attracts 200 


Some 200 agents attended North- 
western Mutual Life’s annual all-west- 
ern regional meeting at San Francisco. 
Sessions were devoted to “preselling 
techniques” and “techniques of the 
sale.” 

Speakers from the home office were 
Grant L. Hill, vice-president and di- 
rector of agencies; Robert E. Dineen, 
vice-president; Harold W. Gardiner, 
director of education and training; 
Robert E. Tempin, superintendent of 
agencies; Charles B. McCaffery, di- 
rector of advanced underwriter train- 
ing, and Frederick P. Price, Jr., assist- 
ant counsel. 

Among agents who spoke were Carl 
F. Mehlhop, San Francisco; John A. 
Bellows, Tucson; Bert B. Boyd, Spo- 
kane; Donald E. Turner, Portland; 
Randall W. Payne, Bellingham, Wash.; 
Keith B. Lile, Tacoma; Richard E. 
Thomas, Pasadena, and Alfred C. 
Duckett and J. Fairleigh Albert, Los 
Angeles. 





Mutual of New York has appointed 
Mario A. Palmieri staff assistant in 
the publicity section. 
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Good Salesman, Faulty Merchandise 


Secretary Oveta Culp Hobby of the 
Department of Health, Education and 
Welfare proved a charming and per- 
suasive salesman for the Eisenhower 
administration’s line of social security 
and A&H merchandise when she ad- 
dressed the recent annual meeting of 
the American Life Convention. 

To judge from the audience’s re- 
action, the administration’s program 
could not have had a better spokesman. 
But as every insurance man knows, 
even the most astute and persuasive 
salesman will bog down if there is 
something basically wrong with what 
he is selling. The most obvious lemon 
in Mrs. Hobby’s line of merchandise 
is the use of the reinsurance principle 
as a means of encouraging private- 
enterprise insurance to provide the 
spread of medical and hospital care 
needed to stave off government-oper- 
ated plans. 

Undoubtedly Mrs. Hobby is correct 
in stating that the private-enterprise 
people had better get busy or Congress 
may succumb to the pressure to enact 
a government scheme. No one can 
doubt the soundness of her statement 
that “time is running against those 
who seek to keep health insurance 
on a voluntary basis.” 

Yet, in almost the next breath she 
reiterated her belief that “the adminis- 
tration’s reinsurance program con- 
sidered by the last Congress was a 
realistic program to implement these 
objectives—objectives which were en- 
dorsed last spring by a meeting of 
leaders of your industry with President 
Eisenhower and departmental offi- 
cials.” 

True, the objectives were endorsed. 
But that’s a long way from endorsing 
the reinsurance method of achieving 
them. It is depressing to find that Mrs. 
Hobby and the Department of Health, 
Education and Welfare technicians 
whom she relied on for her informa- 
tion do not, after all the insurance 
education they have been exposed to, 
understand the basic inappropriateness 
of trying to accomplish their laudable 
aims by the kind of reinsurance plan 
contained in the bill that got stymied. 

The basic trouble is not with the 
insurance companies or with their ex- 
ecutives and the earnest, well-meaning 
people in the HE&W department who 
don’t want to be pushed into socialized 
insurance but who well know that for 
political reasons they’ve got to do 
something more than drag their feet— 
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or exhibit, in Mrs. Hobby’s words, “a 
static posture.” 

The real problem is the something- 
for-nothing attitude that too many 
of the citizenry have unconsciously 
developed in two decades of being en- 
couraged to turn more and more to a 
powerful central government as the 
source from which their blessings flow 
or should flow. There would be no 
great trouble devising a comprehensive 
medical and hospitalization policy that 
would cover fully every conceivable 
ailment for any conceivable amount 
and duration, non-cancellable from 
birth to death. It would be ideal in 
every respect except one: price. Even 
if not loaded a nickel for sales or 
overhead expense, such a policy would 
find few takers except among the 
broken-down in health. 

The plain truth is that it can cost 
an awful lot to be sick. It would cost 
even more, under the doctors’ present 
system of setting their fees, if every- 
one were fully insured and the doctor 
or surgeon had no reason to temper 
his charges to reflect the patient’s lack 
of affluence. 

The typical member of the public, 
rather than pay even the net insurance 
rate for a truly comprehensive medical 
and hospitalization policy, would rath- 
er “luck it out’ or anesthetize his 
fears by buying a contract that is 
cheap because it bows out just about 
at the point where the bills really be- 
gin to hurt. Then, when he gets caught 
with no insurance or pitifully inade- 
quate coverage, he begins screaming 
for the government to do something. 
No matter how much he likes and 
depends on the private enterprise sys- 
tem, he is quite likely to favor junking 
it as far as medical and hospital care 
insurance is concerned. 

The revolting part of this is that the 
fellow who is yelping for government 
insurance isn’t demanding it because 
he thinks the government will provide 
it more cheaply or more efficiently. If 
he knows anything at all about gov- 
ernment operations he will not harbor 
that illusion. What he really likes 
about government insurance is that he 
thinks that the taxpayers in general 
will have to foot most of the bill and 
that in some way he’ll be shifting the 
bulk of the burden to the other tax- 
payers—the rich ones, he figures in 
a fuzzy sort of way. 

Perhaps there’d be less enthusiasm 
for government-operated health and 
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hospitalization insurance plans if the 
people generally understood the cost 
and particularly if each citizen could 
be given an approximate idea of how 
much he himself—not the rich people 
—would be nicked to pay for the bene- 
fits under a plan of nationalized health 
coverage. 

It may turn out of course that dema- 
goguery has gone so far that it would 
be political suicide for a party to pur- 
sue an economically realistic course 
with respect to the spread of medical 
and health insurance. If that is so, 
then the answer is not reinsurance but 
subsidy. We hope it won’t be called 
reinsurance, though it might be better 
to throw the fair name of reinsurance 
to the dogs as a small price for avoid- 
ing the evils of compulsory national 
health insurance. 

If the reinsurance principle has so 
much appeal to the administration, it 
would be more sensible for it to use the 
excess insurance principle rather than 
the coinsurance approach used in the 
recommitted A&H reinsurance bill. 
The coinsurance procedure, which 
merely shares a stated percentage of 
each loss, provides scant incentive for 
an insurer to take a chance on some 
new type of coverage or insured group. 
It is little comfort, when losing money, 
to know that somebody else is also 
losing on the same deal. 

If the government, in return for a 
specified premium, were to guarantee 
to pay claims in excess of a stipulated 
amount or in excess of an annual ag- 
gregate of losses on the line, there 
would be a real inducement to insur- 
ers to write the kind of coverages the 
administration wants written. If the 
premium charged by the government 
for this kind of excess-of-loss coverage 
were inadequate, the government— 
that is, the taxpayers—would pay the 
entire excess. That is as it should be, 
for there is no reason why the com- 
panies should subsidize a plan written 
at rates known to be inadequate in 
response to a something-for-nothing 
attitude that was certainly not gener- 
ated by the insurance companies. 

We believe a way can be worked out 
so that the spread of medical and 
hospital care coverage can be handled 
through private insurers. Moreover, 
with the present administration and 
its present attitude, there seems to be 
a better chance of setting up a private- 
enterprise plan than there is likely to 
be later on. Nevertheless, the squeeze 
from the nationalized-socialized insur- 
ance elements is so strong that it will 
doubtless be extremely difficult for the 
administration to offer the private in- 
surers a plan they feel they can live 
with. 

With all the political pressures in- 
volved, the best deal the government 
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can possibly offer will be no bargain 
to the insurers. So if there appears to 
be the slightest reasonable hope of de- 
vising a plan that can be handled by 
private insurers, even though subsi--, 
no, we mean reinsured, by the govern- 
ment, every possible angle should be 
explored, every proposal scrutinized, 
and every scintilla of ingenuity uti- 
lized to devise and gain acceptance 
for a plan that will stave off govern- 
ment insurance and let private insur. 
ers handle the job. 

It will cost money and effort to do 
this planning and research but now is 
the time to expend them. Far better 
to do it now than to lose millions later 
through having been dragooned into 
some dubious scheme that the com- 
panies felt they must underwrite for 
fear of letting compulsory national 
hospital and medical insurance become 
established. It may prove impossible to 
head off such a compulsory program. 
But if that should prove to be true, at 
least the private-enterprise insurance 
business should be able to say that it 
did everything humanly possible to 


PERSONALS 


Dan W. Flickinger, general agent 
for John Hancock Mutual at Indiana- 
polis, has been elected a director of 
Indianapolis Red Cross. 











L. M. Stanley, Monarch Life, New 
Britain, Conn., has been appointed 
chairman of the insurance commission 
of that city by the mayor. 


Asa V. Call, president of Pacific Mu- 
tual Life, will serve as chairman of 
the committee on arrangements for 
the 1955 annual meeting of National 
Assn. of Insurance Commissioners, to 
be held at the Hotel Biltmore, Laos 
Angeles, May 30-June 3. 








Wisconsin Casualty Names 


Potts Vice-president 

Dale B. Potts has been named a 
vice-president and director of agencies 
of Wisconsin Casualty Assn. He has 
been brokerage manager of Occidental 
of California at Milwaukee. 

Mr. Potts, who was recently elected 
president of A & H Underwriters of 
Milwaukee and is a vice-president of 
the Wisconsin association, also will 
work in sales direction and adminis- 
tration for St. Paul Hospital & Casu- 
alty and Des Moines Casualty, affil- 
iates of the company. 





Pru Names White in Atlanta 

Charles R. White has been appointed 
staff manager of the Atlanta district 
office of Prudential. He has been an 
agent there since 1953. 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C, Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. \ = ai 1-2344. A. J. Edwards, Resident 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—i58 Northwestern 
Bank Bldg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 


Manager. 
ELPHIA 9, PA.—123 S. Broad Street, 

Room 1127, Tel. Pennypacker 5-3706. E. H. 

Predrikson. Resident Manag 

PITTSBURGH 22, PA. an303 | ‘Columbia Bldg. 

Tel. Ceurt 1-2494. Bernerd J. Gold, Resident 

Manager. 

SAN CISCO 4 sine eo 544 

Market St., Tel. Exbrook 2-3054. F. 

Pacific Coast Manager. 
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DEATHS 


ARNETT H. OWEN, 58, manager of 
the policyholders’ service department 
of Northwestern National Life, died at 
Lansing, Mich. He had been on a short 
vacation trip when he was stricken 
with a cerebral hemorrhage. Before 
joining the company in 1946 Mr. Owen 
had been with American Central Life 
(now American United) at Indianapo- 
lis, and Capitol Life of Denver. 


CHARLES H. PALMER, 90, an as- 
sistant secretary of Northwestern Mu- 
tual Life at his retirement in 1935 after 
40 years of service, died at Lutherville, 
Md., where he had made his home. He 
was the son of the late Henry L. Palm- 
er, president of Northwestern Mutual 
from 1874 to 1908. 


FRANK P. HAYDEN, 91, formerlv 
a superintendent of agencies of Great- 
West Life, died at his home in Winni- 
peg. He served with the company from 
1909 to 1933, when he retired. 














Prudential, 79 Years Old, 
Hosts 800 at Newark Office 


President Carrol M. Shanks and 
Executive Vice-presidents Valentine 
Howell and Harold M. Stewart of Pru- 
dential were hosts Wednesday to near- 
ly 800 northern New Jersey financial, 
business and civic leaders who visited 
the company’s home office on the oc- 
casion of its 79th anniversary. 

Prudential’s birthday luncheons are 
one of New Jersey’s largest annual 
get-togethers of prominent figures. 
Today Prudential employs 47,000 per- 
sons in’ sales, service and investments 
and operates 1,200 offices in the US., 
Canada and Hawaii. 


National, Vt., Hosts Agents 


National Life of Vermont and its 
General Agents Assn. were hosts to 
18 agents who won a two-day visit to 
the home office in Montpelier for plac- 
ing highest in a sales campaign in 
honor of the company’s new agency 
vice-president, Clyde R. Welman, for- 
merly general agent at Memphis. ; 

Conferences were held with Presi- 
dent Deane C. Davis, Mr. Welman, and 
other officers. General agents Fred S. 
Byrne, Burlington, Vt., president of 
the General Agents Assn., and William 
B. Richardson, Roanoke, were toast- 
masters at dinners. ! 

General agency winners in the cam- 
paign were Atlanta, Hartford, Bur- 
lington, Baltimore and Sioux City. 





e The Charles L. J. Fee agency of 
John Hancock Mutual at Los Angeles 
held an open house in its new offices 
at 600 South New Hampshire street. 





Convention Dates 





Oct. 12-14, Assn. of Life Insurance Medical 
Directors, annual, Royal York hotel, Toronto. 


Oct. 21-22, LIAMA Atlantic alumni conference, 
Rye, N. Y. 

Oct. 20-22, Society of Actuaries, Hotel Statler, 
Boston. 

Oct. 21-28, Mid-West Management Conference, 
French Lick Springs hotel, French Lick, Ind. 

Oct. 28, Northern California agency building 
conference, Berkeley. 

Nov. 8-12, LIAMA, annual, Edgewater Beach 
hotel, Chicago. 

Nov. 15-16, H & A Underwriters Conference, 
underwriters forum, Hotel Roosevelt, New 

leans 

Nov. 17-19, Institute of Home Office Under- 

writers, annual, Roosevelt hotel, New Or- 


Nov. 29-Dec. 3, National Assn. of Insurance 
Commissioners, midwinter, Hotel Commo- 
dore, New York City. 

Dec. 7-8, Life Insurance Assn., annual, Wal- 

-Astoria hotel, New York City. 

Dec. 9, Institute of Life Insurance, annual, 

Waldorf-Astoria hotel, New York City. 


Shanks Tells Why Pru 
Is Stepping Up Its 
New England Activity 


BOSTON—President Carrol M. 
Shanks of Prudential predicted that 
the next two decades will see a new 
industrial revolution in New England; 
that the area will grow and develop 
more in the next 20 years than dur- 
ing any comparable period in its his- 
tory; and that the volume of business, 
employment, and income in the area in 
1970 will exceed by a wide margin the 
most optimistic estimates being made 
today. 

Mr. Shanks made this forecast at a 
luncheon meeting of the Greater Bos- 
ton Chamber of Commerce. Referring 
to Prudential’s intentions to “step up 
its insurance and investment activities 
in New England,” he said Prudential’s 
interest in New England stems basic- 
ally from the fact that this area has 
the most mature but still the most 
flexible economy of any section of the 
country. 

New England, he said, has shown 
the way to build a floor under the 
economic system without going to the 
government—which is a good thing. 
Asking government help in economic 
matters invariably brings about un- 
wanted government control. 

Touching on monetary controls, Mr. 
Shanks said there should be no rigid, 
unyielding preoccupation with either 
“easy money” or “hard money” but 
there should be an _ insistence upon 
sound money, which maintains a rea- 
sonably stable value over the years, 
and this can be achieved only through 
flexible adaptive monetary practices. 





Programs Ready for Peoria 
Meetings of Ill. Life Agents 


Arrangements have been completed 
for the midyear meeting of Illinois 
Assn. of Life Underwriters and the 
annual Peoria sales congress, to be held 
at Peoria, Oct. 29-30. 

Preceding the association business 
session Oct. 30 there will be luncheon 
meetings of Illinois Round Table, to 
be addressed by Frank C. Toombs, 
Springfield, Ill., tax analyst, on “Life 
Insurance and the 1954 Revenue Act”, 
and of Illinois General Agents & 
Managers group, at which Hal L. Nutt, 
director of Purdue university course, 
will speak. 

Addressing the sales congress Sat- 
urday will be Robert L. Walker, Pen- 
insular Life, Orlando, Fla.. NALU 
president; W. W. Smith, Metropolitan 
Life, Rutherfordton, N. ce: €. -&. 
Ohsner, Columbus, O., producer, and 
Mr. Nutt. There also will be a package 
selling panel moderated by B. J. 
Pinkos, Prudential manager at Chi- 
cago. Participating will be E. S. 
Dziewulski, Prudential; E. C. Harmon, 
Acacia Mutual; R. T. Schwade, John 
Hancock, and L. T. Urbanik, Pruden- 
tial, all from Chicago. 





Occidental, Cal., Names Three 

Occidental Life of California has 
named three assistant managers, John 
F. Kelly at Pasadena, Herbert L. Akin 
at Louisville and Lawrence S. Porter 
at Dallas. 

Messrs. Kelly and Porter have been 
with the company since 1952 and Mr. 
Akin formerly was with Aetna Life. 





Opens Life Department 

NEW YORK—Lumley, Dennant & 
Co., surplus and excess line agency, 
60 East 42nd street, New York City, 
has opened a life department and will 
represent Mutual Trust Life of Chicago 
through the Peter B. Fleming agency. 
Henry U. Meyer, will head the life de- 
partment in addition to his other du- 
ties. He has been production manager 
for two years and has been in insur- 


ance for 26 years with Royal-Liverpool, 
Fidelity & Deposit, and United States 
Fidelity & Guaranty, specializing large- 
ly on production. The office does not 
deal direct with assured but with bro- 
kers. 


E. M. Wright Resigns 


Edmund M. Wright, Boston Mutual 
Life superintendent of agencies, has 
resigned. He has not announced future 
plans. 

Mr. Wright started in the business 
with John Hancock Mutual in 1933, 
later serving in various managerial 
capacities before going with Boston 
Mutual in 1946. 





H & A Conference Adds to 
Members, Elects Grahame 


H & A Underwriters Conference at 
a meeting in Chicago elected Great 
Southern Life of Houston to conference 
membership and named Orville F. 
Grahame, Paul Revere Life, to the 
executive committee. Mr. Grahame 
fills the vacancy caused by the re- 
signation of Robert R. Neal to become 
resident counsel at Washington for the 
conference and Bureau of A & H Un- 
derwriters. 

H. Lewis Rietz, executive vice-pres- 
ident of Great Southern Life, is a 
former conference president. 


FOUR BIG STEPS 


INCREASED AND 


Use of rate book 
eliminated. Each 
folder contains rates, 
dividends, cash val- 
ues, etc. A Tremend- 
ous Aid to Your 
Everyday Selling. 
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Guaranteed 
Estate 
Complete informa- 
tion and proposal for 
five for one Jumpin’ 

Juvenile. 


Savings Presentation 


All sales needs included for 
Life Paid-up at Age 65 and 
Endowment at Age 65. 


Security Presentation 


All details are included for Endowment 
at Age 85 and Preferred Risk Ordinary 


Life. 


Investment Presentation 


Includes necessary information for presenting 
Retirement Income at Age 65. 
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47/0) NATIONAL LIFE 
Insurance Company 
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Simple and complete. See for yourself. We'll be glad to 
send you the complete series. Just fill in the coupon. 


General Agency Inquiries Invited 


Please send me your four sales aids. No obligation 
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life insurance in force exceeds 

Life 
aan | $990,000,000.00 

Group 

Franchise 

Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation .. . 








Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 


Top commissions. 


REPUBLIC NATIONAL LIFE 


Theo. P. Beasley, President 


INSURANCE COMPANY 


Home Office, Dallas 


Combined, IIl., Open House 
Marks Two Milestones 


A Combined of Chicago open house 
marked two milestones, the company’s 
35th anniversary and the opening of 
a newly-remodeled addition to the head 
office. A booklet outlining the history 
of the company and its aims for the 
future was distributed to guests, who 
were conducted on tours of the head 
office. 

W. Clement Stone, president, said 
future plans include expansion into 
Canada, Hawaii, Alaska and South 
America, as well as construction of a 
new multi-story home office building 
in Chicago. 





Form A&H Adjusting Firm 


at Seattle to Serve Insurers 


Health & Accident Adjustment Co. 
has been formed at Seattle by Anthony 
T. Ressa and P. H. Buck. The com- 
pany, with offices at 904 Dexter Hor- 
ton building, independently will serv- 
ice hospital, medical expense, commer- 
cial ASH and group A&H plans on 
investigation, adjusting and subroga- 
tion matters. It will operate in Wash- 
ington and neighboring areas. 

Because of rapid expansion in recent 


— 


years many companies writing A&R 
are experiencing difficulty in ade 
quately servicing policyholders, ac. 
cording to the organizers. The ney 
firm will provide immediate and direc 
representation for such companies jn 
the Washington area. 

Mr. Ressa, formerly claim supervis. 
or of the Lloyds department of D. K 
MacDonald & Co., is a marine veteran, 
He worked in the claims department of 
General of Seattle while attending lay 
school. He is an attorney. Mr. Buck is 
a former claims manager for Pacific 
Mutual Life. He has 30 years of ad. 
justing experience. 





Wins ‘Industry Oscar’ 


General American Life of St. Louis 
has been judged as having the best 
annual report of life insurance com. 
panies in the final ratings of the board 
of judges in the Financial World survey 
of annual reports. A bronze “Oscar of 
Industry” will be awarded to Powel] 
B. McHaney, president of the company, 
at an awards banquet Oct. 25 in New 
York City. 





e Theodore P. Otjen and Frederick 
W. Sager of the Northwestern Mutual 
Life home office discussed the new 
internal revenue act at a meeting of 
Milwaukee Life Insurance Cashiers 
Assn. 




















NO ROOM CHARGE FOR 
CHILDREN UNDER 14 
WHEN REGISTERED 
WITH AN ADULT. 


they all know the best place in Cleveland 


| Hotel Cleveland, sir?” 


Whether you arrive by train, plane or car, 
the friendliest place to stay is Hotel Cleveland, 
in the heart of the city . . . directly 

counected with Union Passenger Terminal. 








b 














SONNABEND OPERATED HOTELS 
Distinguished American Landmarks 
CHICAGO: Edgewater Beach Hotel 
BOSTON: Hotel Somerset 

NEW YORK CITY: Ritz Tower Hotel 
CLEVELAND: Hotel Cleveland 
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SHOW YOU THE ROPES 


publications have caused much con- 


fusion about sickness and accident in- 


It is important that you fully understand this type of 


intelligently—wisely—properly. 


Let us show you the LIFE approach to disability insurance 
—guaranteed income replacement coverage that is par- 


ticipating, non-cancellable and guaranteed continuable. 


Home Office for information, if you’d rather. 


OF WORCESTER. MASSACHUSETTS / < . 
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Institute Sees Surrender 
Payments at Plateau 


The rise in voluntary withdrawals 
of life policy cash surrender values, 
which began in the last quarter of 
1953 and reached a peak in the early 
months of this year, now is flattening 
out, Institute of Life Insurance reports. 

In the first quarter of this year 
surrender value withdrawals were 
25% greater than in the corresponding 
three months of 1953, when they had 
been at a low rate in relation to total 
reserves. In the second quarter of this 
year they were 20% higher, and since 
mid-year they have been showing a 
rise of 20%. In August surrender pay- 
ments rose considerably over a year 
ago, but this was due to a larger num- 
ber of working days this August. On 
a per diem basis August payments 
were only 19% over 1953. 

Some of this year’s percentage in- 
crease in surrender value payments 
has been due to the very low rate of 
such payments early in 1953, the in- 
stitute says. Some of the rise also is 
due to the increase in funds available 
and to the larger number of policy- 
holders. Even the same rate of with- 
drawal would result in larger aggre- 
gate amounts paid out, as the reserves 
are rising by some $4 billion annually 
and the number of policyholders by 2 
million. 

Because of the growth of policy 
funds over the years the amount of 
policy cash surrender values paid out 
in the first half of this year was $418,- 
749,000, but the percentage is only 
half that for 1940. 

The same increase trend is seen in 
connection with new policy loans, 
which are running about one-fourth 
greater than last year. At the same 
time there has been a large repayment 
of old loans, so that policy loans out- 
standing have risen only 6% since the 
first of the year, which is not much 
more than the percentage rise in policy 
reserves. The policy loans in force are 
still very near the record low level 
since the turn of the century, 4.3% of 
total reserves. 


Group Health Assn. 


Studies Dues Plan 


Group Health Assn. (Blue Shield), 
Washington, D. C., will carry out furth- 
er study on its plan to eliminate a 
building assessment on members and 
increasing membership fees for new 
members from $20 to $50. The proposal 
received several objections at the fall 
membership meeting. The refund plan, 
which was preferred, would be im- 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


[he Whole Family 











Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 


Policies our specialty. 
e 


&. R. DEMING 
President 


L. J. BAYLEY 
Secretary 


HOME OFFICE — SYRACUSE, N. Y. 























On hand for the ALC Legal Section 
meeting at Chicago: Robert R. Neal, 
Washington resident counsel of Bu- 
reau of A&H Underwriters and H&A 
Underwriters Conference; and Dwight 
Brooke, vice-president and _ general 
counsel of Bankers Life of Iowa. 








practical, the board stated. The board 
said its plan would lower the monthly 
charge on new members and simplify 
the association’s dues and charge struc- 
ture. The building assessment was in- 
stituted in 1950 to purchase the associ- 
~~" medical center in Washington, 


$36 Million Hike in First 
New Batch of OASI Checks 


More than 614 million increased old 
age and survivors insurance benefit 
checks were delivered last week to 
retired workers, wives, widows, and 
other survivors and dependents under 
provisions of the new social security 
amendments. These September checks, 
amounting to $319 million, an increase 
of $36 million over August, were the 
first issued since the increase in OASI 
became effective. 

In August there were 6,600,000 bene- 
ficiaries on the social security rolls. 
Retired workers numbered 3.6 million 
and benefits were increased by a min- 
imum of $5 a month and a maximum 
of $13.50 for an average of $6-$7. In 
addition, nearly 3 million wives, wid- 
ows, dependent husbands, dependent 
widowers, children and parents have 
had benefits increased within family 
maximums by amounts proportionate 
to the benefits of retired workers. 
Maximum family benefits have been 
raised from $168.75 to $200 a month. 





Form Asheville Insurer 


Merchants Life of Asheville has been 
chartered in North Carolina to handle 
all forms of life, A&H and annuities. 
Its authorized capital is $500,000 and 


it plans to issue 25,000 shares of $10 
par value common stock to be offered 
at $20 a share for a paid-in surplus of 
$250,000. 

Incorporators, all of Asheville, will 
meet soon to elect officers. They are 
R. Stanford Webb, president of North 
Carolina Assn. of Insurance Agents; 
Frank Coxe, John B. Ames, R. P. 
Booth, W. S. Harrison, Clarence E. 
Morgan, William E. Smathers, T. G. 
Moseley, William P. Shuford, J. G. 
Strikeleather, Jr., John T. Rodgers, J. 
Lawrence Widman, Charles D. Par- 
ker, Jr., Coleman Zagier, Charles F. 
Johnson arnd Thomas D. Hunte 

The company as yet has not been 
licensed. 


‘Ambassador’ Is Enlarged 


With the September issue, the size of 
U. S. Life’s agency magazine, “Ambas- 
sador”, has been changed from six by 
nine inches to eight by 11. 








Ontario A&éH Men Elect Ingle 
Officers of Ontario Assn. of A & H 
Underwriters, all of Toronto, are: 
President, J. W. Ingle, Canada.H & A; 
lst vice-president, Reginald Sprung, 
North American L & C; 2nd vice-pres- 
ident, Frank Garber, Maccabees; sec- 
retary-treasurer, W. L. Mohnihan, 
Stewart-Smith Canada, Ltd. 








A sign of success 


Today there are almost 400 actively employed Prudential 
representatives who proudly wear this key. 

This year, 42 of these Prudentialites completed the CLU 
examinations (we’ve listed their names at the right) and 
217 additional passed one or more CLU Parts. 

Ever since 1927, when the designation of Chartered Life 


Underwriter was first created, The Prudential has wholeheartedly 


endorsed this professional training program. Our enthusiasm is 
just as strong today as it was 27 years ago. 

We salute all CLUs for their work in contributing to the 
stature of the life insurance industry. 





The Prudential 


INSURANCE COMPANY OF AMERICA 


Life Insurance « Annuities * Sickness & Accident Insurance 


Group Insurance + Group Pensions 


Lawrence S. Allen 
Louis V. August 
Richard W. Bartels, Jr. 
Robert A. Beck 
Eugene G. Behrens 
Everett Berlinsky 
James M. Bumpass 
John I. Burke 
Quinter G. Colebank 
Mason F. DeNeffe 
William L. Doney 
Bernard J. Dyer 
Alfred M. Garblik 
Joseph H. Glymour 
Grover G. Guthaus 
Charles P. Heffernan 
Joseph S. Hochberger 
Robert D. Kaplove 
Charles J. Kirst 
Robert H. Kohler 
Egon Kurz 
Roy Douglas Layton 
Kalman Litwak 
William G. Loventhal 
Allen J. Margolis 
Merle Mattenson 
Henry McConaghy 
James F. McFadden 
Andrew J. McSween 
Carlton E. Mendell 
Elza Alfred Moore 
William L. Olson 
Harris M. Plaisted 
James L. Robinson 
Wilfred E. Scott 
Frank Sgambati 
Arthur W. Siggs 
Harvey L. Spruch 
Armand C. Stalnaker 
Ben A. Trumbo 
Stanley Turowski 
Harry J. Winer 
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At the dedica- 
tion ceremonies of 
the new home of- 
fice of Financial 


Security Life of 
Honolulu, from 
the left: Robert 


Brilliande, found- 
er and president; 
Herman _ Hosoi, 
vice-president and 
director, the first 
American of Jap- 
anese ancestry to 
be a life company 
officer and direc- 
tor; William 
Borthwick, execu- 
tive vice-president, and Juan Valen- 
tin, a director and an American of 
Philippine ancestry. 

The board of Financial Security rep- 
resents the races of the island in pro- 
portion to the population. The other 
officers and directors are: Henry Inn, 
vice-president and director, of Chi- 
nese ancestry; Henry  Bortelmann, 
treasurer and director, of Hawaiian 


pens New Home Office 





ancestry; Dr. David Katsuki, medical 
director and vice-president, of Jap- 
anese ancestry; Dr. W. C. Yang, direc- 
tor, of Korean ancestry and also Ko- 
rean ambassador to the United States, 
and Matsutaro Kamioka, director, of 
Japanese ancestry. 

Mr. Brilliande, incidentally, is the 
third Million Dollar Round Table 
member to head a life insurance com- 


head in clouds 


feet on ground 


Ok, we'll admit it: we’ve got 


our head in the clouds. Call us ideal- 
ists, if you will, but we believe that 
only quality business is worth going 
after. Only quality business gives the 
policyholder his money’s worth, 
makes a living for the underwriter, 
builds a sound volume for the home 
office. Judging by American United 
Life’s sales records, this ideal is pay- 
ing off in a big way. 


But that’s only half the reason for 
success. American United also man- 
ages to keep its feet firmly planted on 
the ground. Its sales tools, sales train- 
ing programs and technical advice are 
geared to individuals with a view to 
making the most of each man’s own 


abilities. 


American United’s ideal size makes all this possible : being 
big enough to be big* and yet small enough to retain the 


all-important personal touch. 


* Assets over $100 millions, insurance in force over $550 millions 
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AMERICAN UNITED LIFE INSURANCE COMPANY 
Home Office, Fall Creek Parkway at Meridian Street 
Indianapolis, Indiana 








pany, and is the first MDRT man to 
found a company. The other company 
officers are: Paul Clark of John Han- 
cock and James Ranni, American 
Bankers Life of Miami. 


Betters Agent Hospital Plan 


Lincoln National Life has liberalized 
its agents’ and employes’ hospital ex- 
pense plan and introduced a new 
major medical reimbursement expense 
plan. 

Maximum reimbursement benefit 
for daily hospital room and board has 
been increased 50% and the maximum 
for special hospital charges has been 
raised 100%. 

New major medical benefits will 
result in the company paying 75% of 
medical expenses up to a maximum 
of $5,000 after first deducting the 
amounts provided by the basic hospi- 
tal and surgical plans and an addi- 
tional amount of $200 paid by the in- 
sured individual. 

There will be no increase in con- 
tributions for basic coverage, though 
participants will pay part of the cost 
of the new major medical plan. 


Stumpf Heads A&H Agents Unit 

Charles B. Stumpf, Wisconsin gen- 
eral agent of Illinois Mutual Casualty, 
Madison, has been appointed chair- 
man of the promotion committee of 
A & H Underwriter, a monthly bulle- 
tin of International Assn. of A & H 
Underwriters. Mr. Stumpf is a past 
association president. 








Fete Nelson at Milwaukee 


Massachusetts Mutual Life was host 
to its new Milwaukee general agent, 
William J. Nelson, Jr., at a reception 
there attended by associates in the 
agency, members of Milwaukee Life 
Managers & General Agents Assn., of- 
ficials of local companies and other 
friends. James R. Martin, superinten- 
dent of agencies, represented the home 
office. 


FHA Demands Warranty 


Before Insuring Mortgages 


For the first time in its history fed. 
eral housing authority now requires; 
builder’s warranty before it will issye 
a mortgage on a new home. The re 
quirement, contained in the housi 
act of 1954, is made with respect to al] 
commitments for mortgage insurang 
issued on and after Oct. 1, on one- ty 
four-family homes that are approve 
for mortgage insurance before con. 
struction starts. 

It applies only to instances of sub. 
stantial non-conformity concernin 
which the owner gives written notice 
to the warrantor within a year from 
the date of original conveyance of title 
. initial occupancy, whichever occur; 
irst. 

The act provides for a similar war. 
ranty for homes on which veterans 
administration guarantees loans. Many 
builders, according to FHA, have al. 
ways delivered a warranty to the home 
buyer. 


titi 





Barker Now General Agent 


Don R. Barker has been appointed 
general agent for Occidental Life of 
California in association with Hugh 
B. Rudd, general agent at Bakersfield, 
Cal. 4 
Mr. Barker was an agent and as 
sistant manager with Prudential for 
five years before joining Occidental in 
1951. He is a veteran of the last war, 
In life insurance 28 years, Mr. Rudd 
joined Occidental in 1943 at Sacra- 
mento and the following year went to 
Bakersfield as general agent. 





Weltare Fund Racketeering on Ait 

Alleged racketeering in the admin- 
istration of union welfare funds was 
the issue of the week on the first pro- 
gram of the new U. S. Chamber of 
Commerce ABC radio network series, 
“This Week in Washington’’. 





BIRMINGHAM, ALABAMA 
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Liberty National fleld representatives 
are carefully trained to survey the needs 
of their insurance clients and are in 3 
position to make available the many 
forms of protection offered by the 
Company. To them and their associates 
must go the credit for an outstanding 
achievement in 1953 — an increase of 
$57,401,784 im insurance protection is 
force to a new high of $879,940,036! 


LIBERTY NATIONAL LIFE 
INSURANCE COMPANY 
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HA Conference, 
LOMA Hold Methods 
Forum at Chicago 


Keeping business on the books, de- 
termining pure premium costs and 
allocating home office expenses were 
the principal subjects considered at 
a methods and procedures forum in 
Chicago conducted jointly by H & A 
Underwriters Conference and Life 
Office Management Assn. 

Persistency of A & H business was 
considered by John W. Cromwell, 
Great American Reserve, and Lester 
0. Copeland, North American Life. 
Renewal of the business is determined 
when the application is written, said 
Mr. Cromwell, suggesting a ‘program 
more for the prevention of the issue 
of poor business than the reinstate- 
ment of lapsed business.” He said his 
company develops persistency ratios 
for producers, using them in applying 
production credits and making honor 
awards. 

e e a 

Mr. Copeland related that in an 
eight-month period his company 
wrote 1,288 conservation letters on 
lapsed business, receiving 54 rein- 
statements. Each letter costs 25 cents, 
a total of $322. Premiums collected on 
the 54 cases amounted to $3,406 an- 
nually. Assuming a 10% profit, an 
average life of seven years would give 
a potential profit of $2,384, compared 
with the cost of $322 for the letters. 
While the sampling was not large 
enough to make definite conclusions, 
he said indications are the plan is 
worthwhile. 

Discussing methods of determining 
pure premium costs, Walter M. Foody, 
Jr, Continental Casualty, said loss ra- 
tios are useful to correct premiums on 
established coverage. Where a com- 
pany wants to extend coverage, it is 
necessary to have knowledge of fre- 
quency and duration of claims. To get 
frequency, a company has to know 
something about the units of exposure 
on which the claims were developed. 
He listed as principal sources of such 
information government publications 
and special study groups, published 
papers of insurance associations and 
societies, and the experience of an in- 
dividual company. 

Methods of allocating home office 
expenses was the topic considered by 
James N. Gillespie, Time; Walter J. 
Ongert, World, and Paul M. Otteson, 
Federated Mutual I. & H. 

e e * 

According to Mr. Gillespie, a big 
problem in allocating such expenses 
to various lines of business is the prop- 
er apportionment of salaries paid. 
Within departments, salaries should 
be allocated according to lines of 
business on the basis of volume of 
claims paid, policies underwritten, or 
some other index. 

Detailing a different approach, Mr. 
Ongert said World’s establishment of 
a cost system was aimed at two things: 
Development of departmental costs 
and determination of costs by lines of 
business. Departmental costs are being 
Stressed. They can be controlled more 
Teadily. 

By controlling cost departmentally, 
Mr. Ongert said there is an automatic 
controlling of costs by line of business. 
His company makes allocations to some 
40 departments and from these by 
formulas to lines of business. 

The objectives of expense allocation 
by line of business are four, according 
fo Mr. Otteson. Preparation of the in- 
surance expense exhibit; determine 
action of expense loadings; basis for 
decision whether a particular line is 





profitable and should be expanded 
or contracted; provide data to measure 
operating efficiency and expense con- 
trol. 

There also was a symposium on 
small company problems, led by Hen- 
ry Lyon, Preferred Life. 





National Casualty Reelects 


All Directors and Officers 


Stockholders of National Casualty at 
the annual meeting unanimously re- 
elected as directors Max M. F. Badgley, 
W. G. Curtis, Jr.. G. H. Dunlap, L. J. 
Fairchild, P. L. Green, J. F. Hickey, P. 
G. Korn, Murray G. Lincoln, Paul C. 
Raymond, and D. F. Valley. John F. 
Langs, who conducts his own law firm 
at Detroit, was newly elected to the 
board. 

The directors at their subsequent 
meeting reelected all officers. 





Raised to Field Manager 


Edward L. Roederer, field supervisor 
of Phoenix Mutual Life since 1953, has 
been promoted to field manager. He 
joined the company in 1952 at Kansas 
City. Mr. Roederer will be engaged in 
promoting the company’s salary allot- 
ment business as well as in other field 
supervision assignments. 





- 
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National Has New 
$8,000 Major Medical 


National of Hartford group intro- 
duced a new $8,000 maximum benefit 
major medical expense policy at a re- 
gional sales meeting of its Connecticut 
agents at the home office. 

The policy contract carries a maxi- 
mum benefit of $8,000, regardless of 
hospital confinement. It can be written 
on a family or individual basis with the 
option of a $500 or $750 deductible sub- 
ject to a 75% participation by the in- 
surer on all covered expenses above the 
chosen amount of deductible. 


Feike Named at S. F. 


John Feike has been appointed sales 
manager of Informative Research at 
the San Francisco office. He has been 
special representative for a year and 
a half at Los Angeles. Mr. Feike at- 
tended the University of Oregon and 
received his degree from the Univer- 
sity of Southern California. 








Penn Mutual Names Baker 

Harry L. Baker, Jr., formerly asso- 
cate engineer of Penn Mutual and with 
the company for more than 20 years, 
has been appointed director of services 
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; = are now some seven hundred companies 
engaged in the legal reserve life insurance industry. 


We are just one of these. 


A man doesn’t have to buy his life insurance from 
us to provide security for his family, nor does an Agent 


have to work for us to be successful. 


But, in either case, it helps. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


and supplies. In his previous capacity, 
Mr. Baker, a registered professional 
engineer, had been in charge of opera- 
tion oi the home office building and 
of reviews and engineering appraisals 
of investment real estate. 





Has New Settlement Forms 


Mutual Trust Life has adopted a new 
settlement agreement form called the 
“planned estate selector.” Its narrative 
style affords complete understand- 
ability and ease of completion both to 
the policyholder and agent. 

The new form can be used for death 
benefit, endowment or surrender pro- 
ceeds. Along with extensive provisions 
for change, withdrawal and commuta- 
tion, such special arrangements as 
clean-up funds, per stirpes, trustees for 
minors, etc., are provided for, giving 
the form exceptional flexibility. 





New Ind. Insurer in Making 


Notice of intention to organize Har- 
rison Life at Indianapolis has been 
filed with the Indiana commissioner. 

Principals in the company include 
Max J. Royer, a stock broker, and 
Richard Perrine, an accountant, both 
of Indianapolis. General counsel will 
be Philip H. Willkie, Rushville, Ind., 
son of one-time presidential candidate, 
Wendell Willkie. 
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Lincoln National Names 


Hancock at Long Beach 


F. S. J. Hancock, II, has been named 
general agent at 
Long Beach, Cal., 
for Lincoln Na- 
tional Life. 
Formerly mana- 
ger for Jefferson 
: Standard Life at 
* San Diego, Mr. 
3 { Hancock has been 
in life insurance 
for six years in 
‘weal various manager- 
ial positions. He is 
a graduate of the 
Southern Meth- 
odist University 
Institute. 





F. S. J. Hancock, II 





Film Explains Univac 


A film demonstration showing busi- 
ness applications of “Univac”, the giant 
electronic computer manufactured by 
Remington Rand, was given in New 
York City to an invited audience. Since 
the device adds, subtracts, multiplies, 
divides, compares and reports results 
with lightning-like speed, it can be 
used with a great saving of time where 





long mathematical calculations or an 
immense quantity of data are involved. 

Payroll computations processed in 
seven days by usual methods can be 
done by “Univac” in less than four 
hours. A mathematical job of a month 
required for determining retirement 
pay for veterans, normally requiring 
two years, was completed in a month 
by the navy. Metropolitan Life now 
has a “Univac” in its home office. For 
insurance companies it lends itself to 
commission calculations, dividend cal- 
culations and statement processing as 
well as preparation of premium no- 
tices and statistical compilations. 


Stever Talks in L. A. 


Ron Stever, Equitable Society gen- 
eral agent, addressed the Los Angeles 
Life Managers Assn. at its opening 
fall meeting. His topic was “How the 
Revenue Act of 1954 Affects Employe 
Benefit Plans.” 








Merrifield Agency in 15th Year 
The John Merrifield agency of Con- 
necticut Mutual Life for Oregon and 
southwestern Washington is celebrat- 
ing its 15th anniversary. To commem- 
orate the occasion the agency has pub- 
lished an attractive brochure, inciud- 
ing numerous half-tone cuts, on its 
activities, facilities and personnel. 
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Accidents Worst Killer 
of Males Between 15-39 


At ages 15 through 39 more Ameri- 
can men die from accidental injuries 
than from any other cause, and at the 
principal working ages of 15 through 
64 accidents take second place only to 
heart disease and cancer as cause of 
death among men, Metropolitan Life 
statisticians report. 

More than 40,000 accident fatalities 
occur each year among men under age 
65. Nearly half the accidental deaths 
in this group are due to injuries re- 
ceived in highway mishaps. Falls are 
second, accounting for one-ninth of 
the deaths, and drownings cause near- 
ly as many deaths as falls. The three 
leading causes of deaths together were 
responsible for about seven out of 10 
accident fatalities, according to the 
company’s current experience among 
its industrial policyholders in this 
group. 

Mortality due to accidents among 
men between 15 and 64 has been re- 
duced about one-third over the past 
20 years. 


State Mutual Names Four 


State Mutual Life has appointed 
Richard E. Mathes home office group 
representative in charge of the Boston 
office. The company has also assigned 
Harold C. Hodson to Baltimore, Law- 
rence E. McLean to Cleveland and 
Gerald H. Bushey to New York. 





Adopt Pension Plan in Hollywood 

LOS ANGELES—A pension plan 
covering approximately 1,000 work- 
ers, based on a_ labor-management 
agreement, has been inaugurated in the 
motion picture industry in Hollywood. 
More than 50 unions and guilds and 
200 employers are involved. 

The plan is a trusteed, with Bank 
of America trustee for the fund. It is 
open to all employers in the motion 
picture and allied industries. Employer 


—= 


and participating employee each con. 
tribute two cents for every “straight 
time” hour work. So that an adequate 
fund can be established the pension 
will not be payable until Jan. 1, 1960, 





Prudential Managers Meet 


Conducting a meeting of Ohio and 
West Virginia managers of Prudentia] 
at Toledo were Cleveland officials 
Leon M. Wear, director of agencies 
Marion E. Hetler, associate director of 
agencies, and Charles J. Kunsch, re. 
gional supervisor, all attached to the 
Ohio Valley region of the company’; 
district agencies. 

The meeting, which was devoted to 
sales and management problems, also 
drew a group of executives from the 
company’s south-central home office at 
Jacksonville. 





Colonial Moves in Trenton 


Colonial Life’s Trenton branch has 
moved to larger and more modern 
quarters at 1201 Princeton avenue, 
where it will occupy the éntire ground 
floor. It has been at its former offices 
at the Broad Street National building 
for 50 years. 





Clark on Steeple Committee 

Paul F. Clark, president of John 
Hancock, is a member of a three-man 
committee spearheading a nationwide 
appeal for funds to restore the steeple 
of the Old North church im Boston. 
The steeple toppled during Hurricane 
Carol which swept New England on 
Aug. 31. 





Manhattan Agencies in Cal. Meet 

The southern California agencies of 
Manhattan Life at a meeting in Los 
Angeles heard a discussion of the new 
internal revenue code as it affects life 
insurance by Joseph Rabin, attorney 
and CPA there.’Richard M. Grosten, 
Los Angeles general agent, was chairs 
man. a 
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Fiverybodys Talking About... 


UNITED OF OMAHA’S 


It’s the plan that’s being advertised in national magazines 
reaching millions of American families. It’s the plan that 
helped United of Omaha break all records with the largest 
single day’s business in its history. For complete informa- 
tion write today to Agency Department, United of Omaha. 
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meet the needs of each new man in terms of his experi- 
ence, qualifications, and personal requirements... to 
develop contracts that not only “fit well and wear longer” 
but ones that will meet the real human needs of the 
Agent. We’re proud to say we've reached our objective. 
You can find proof of this in the fact that more and 
more men are joining the Capitol Life each month. More 
and more men are finding out they can finally get many 
of the things they have a right to expect from the insur- 
ance business... with one of the West's fastest growing 
regional companies. 
We think you'll like our philosophy of “finding 
the hat that fits.” Capitol men do. Just ask any Capitol 
Life representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 





DENVER, COLORADO 


WRITE: Thomas F. Daly II, Vice President and Director of Agencies. 























FFICE: RENEWAL CONTRACTS oe AND BROKERS 
U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 
tax problems may be simplified and savings effected. Correspondence invited. 
UNDERWRITERS CREDIT & GUARANTY CORPORATION 
405 Montgomery Street, San Francisco 4, California 
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Zimmerman Outlines 
Best Sales Targets 


The market is definitely narrowing 
for life insurance, but at the same 
time there are unexploited areas offer- 
ing great sales opportunities, Charles 
J. Zimmerman, managing director of 
LIAMA, told Life Agency Managers 
of Chicago. 

He listed as factors which could lead 
to a tremendous increase in individual 
sales the baby boom, high income of 
semi-skilled and skilled workers, in- 
creased home ownership, larger num- 
ber of marriages, and the educational 
boom. He said educational policies in 
force today will not do the job for 
which they were intended. Colleges 
are looking ahead to 1965 when enroll- 
ment is expected to reach an all-time 
peak. There will be an attendant sky- 
rocketing of the cost of education, 
with less subsidization by the colleges. 

“These changes are more than off- 
setting the narrowing market,” Mr. 
Zimmerman stressed. “We are no 
longer selling life or subsistence today, 
but a fuller or better life.” 

If he were a manager again, Mr. 
Zimmerman said he would pay more 
attention to the objectives of the home 
office; be more careful in planning for 
the future, particularly in selecting 
men, since selling in today’s market 
needs better men than ever before. 
In addition to the capacity to sell, 
managers should make certain new 


men have the determination and in- 
tention to use that capacity. Get to 
know new men better before putting 
them under contract, Mr. Zimmerman 
advised. Be more careful in post-se- 
lection tests, more cost conscious, 
develop some specialists and pay par- 
ticular attention to men who have 
been brought through the first year 
successfully. 

Mr. Zimmerman said he would hire 
two or three college men each year, 
despite their high turnover. This isn’t 
as bad as it seems, he said, because 
college men have high turnover in 
whatever business they go into. “When 
they do succeed, they do so far above 
all others.” This will benefit the agen- 
cy also, as college men often serve as 
a stimulant to the manager and add 
vim and vigor to the staff. 

“Getting to know your man, not 
only as a salesman, but as a man, is 
the most important single thing a 
manager can do to assure success,” 
he concluded. 





J. R. Lauer General Agent 


for Continental American 


J. Robert Lauer, associate general 
agent since 1950 in the Continental 
American general agency at New York 
City headed by his late father, Mat- 
thew J. Lauer, has been appointed 
general agent there. Mr. Lauer, a vet- 
eran, entered the business with his fa- 
ther’s agency in 1947 and in 1949 went 
to the home office agency department. 
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Harry S. Tressel & Associates 
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Telephone FRanklin 2-4020 


Merry $. Tressel, M.A.1.A. W. P. Kell 
M. Wolfman, F.S.A. A. Selwood 
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DB. Sneed Lt. Miler 

















RON STEVER and COMPANY 
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EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C. P.Ai 
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Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis Omaha 

















NEW YORK 





ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
AND 








INSURANCE ACCOUNTANTS 


1027 CADILLAC TOWER, DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 








Consulting Actuaries 
Auditors and Accountants 


Weolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 














ILLINOIS 


PENNSYLVANIA 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 














221 West Wacker Drive ASSOCIATE 
CHICAGO 6 S. 2. Ciggiee 
Telephone FRanklin 2-2633 THE BOURSE PHILADELPHIA 


FRANK M. SPEAKMAN 
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Concentrate in Three 
Areas in Remedying 


Tex. Insurance Laws 

AUSTIN—Remedial legislation de- 
signed to strengthen Texas insurance 
laws will be restricted to three fields of 
study, according to a decision reached 
by a sub-committee of the legislative 
council. The limited program follows: 

1. The minimum capital and other 
legal requirements for organization of 
new companies of various kinds. 

2. The specific administrative prob- 
lems of the board of insurance com- 
missioners in handling examinations, 
annual statements and certificates of 
authority to engage or remain in busi- 
ness. 

3. An analysis of the 64 insurance 
firms that have gone into receivership 
since 1939 in an effort to find the 
causes of failure. 

Progress reports from the staff were 
submitted to the committee, which de- 
cided that time would not permit a 
full-dress study of the entire insurance 
code. The five members of the com- 
mittee, all] of whom are assured of seats 
in the coming session, are Senators 
Gus Strauss of Hallettsville and Rogers 
Kelley of Edinburg, and Representa- 
tives Scott P. Sayers of Fort Worth, 
Waggoner Carr of Lubbock and Tom 
King of Dallas. 





Midwest Accounting Group 
to Meet Oct. 22 at K. C. 


Midwest chapter of Insurance Ac- 
counting & Statistical Assn. will meet 
Oct. 22 at Kansas City. A full agenda 
has been lined up with the morning 
devoted to a general session covering 
all sorts of business machines and elec- 
tronic devices and the afternoon given 
over to seminar sessions on life, A&H, 
A&H only, and fire and casualty. There 
will be a banquet in the evening and 
an election of new officers. 


Sets 9-Month Sales High 


Northwestern Mutual Life’s sales for 
the first nine months set an all-time 
record for any similar period, totalling 
$397,400,000, a 3.1% increase over last 
year. September sales of $39,200,000 
was the second highest total for that 
month. 








Fringe Benefit Study Out 


A report on Fringe Benefits 1953 has 
been prepared by the economic re- 
search department of U. S. Chamber of 
Commerce. The 32-page report item- 
izes employer costs for fringe benefits 
totaling $720 per year per employe, 
shows the growth of these costs from 
1947 to 1953 for an identical group of 
companies, and shows how a company 
can compute its own fringe costs and 
compare them with average costs for 
its industry. 





Solomon Postal Life Supervisor 


Jack Solomon has been appointed 
supervisor in the Milton general agen- 
cy of Postal Life at New York City. 
He joined the agency in 1951 and be- 
fore that was with Manhattan Life, 
also at New York. 





N. W. Mutual Names Attorney 


Roger McIntyre has been appointed 
assistant counsel for Northwestern 
Mutual Life. He will specialize in es- 
tate planning and tax and corporation 
work. He has been in private practice 
at Milwaukee for eight years. 





Great-West Raises Brannen 


Great-West Life has appointed L. E. 
Brannen manager of the Saskatoon 
branch, succeeding J. W. Simmie, who 
is moving to Toronto. 

Mr. Brannen joined the company at 
Halifax in 1946. He is the son of A. B. 


Brannen, a long-time representative 
of Great-West in Nova Scotia. 





E. T. Garvin of Conn. 


Department Retires 


Edward T. Garvin, deputy insurance 
commissioner of Connecticut, has re. 
tired. Mr. Garvin, who is 72, had been 
with the Connecticut department 22 
years and was deputy commissioner 
since 1949. 





Two Stations Sued 


Ban Political Speeches 


Facing damage suits totalling $4 
million as the result of statements 
broadcast during the Congressional 
primary in Tennessee last August, sta- 
tions WSM, radio and TV station 
owned and operated by National Life 
& Accident, and WLAC-TV, owned and 
operated by Life & Casualty, have 
placed an absolute ban on political ad- 
dresses. Federal communications com- 
mission has been asked to approve 
this action on the basis of the pending 
damage suits. 


W. R. Smith, Mass. Mutual, 


Back in Production in O. 


William R. Smith, general agent at 
Akron for Massachusetts Mutual since 
1950, has asked to be relieved of man- 
agement duties so that he may devote 
full time to personal production. He 
will continue as an associate of the 
agency and will specialize in pension 
trusts and business insurance. His 
successor will be named soon. 


$100 Million for McDougall 


The Laurance W. McDougall general 
agency of Mutual Benefit Life at 
Cleveland has achieved $100 million 
in force. Mr. McDougall was congra- 
tulated by Richard E. Pille, vice-pres- 
ident in charge of agencies, who point- 
ed to the agency’s 20% gain in new 
— for the first eight months of 








Buys Site Near Home Office 


North American Life & Casualty has 
purchased a mansion across the street 
from its home office in Minneapolis. 
The residence, long a show place in 
the city, will be razed and the ground 
used for future needs of the company. 





e Guarantee Mutual Life of Omaha in 
September had a 13.9% gain in new 
business over that of the same month 
in 1953. The Anthony Novara agency 
of Detroit led all agencies and the top 
producer was H. J. Van Ryswyk, Oska- 
loosa, Ia. 





e Mutual of New York has lent $14 
million to State Finance Co. of Des 
Moines on a subordinated note due in 
1967 and $600,000 on a_ promissory 
note and $300,000 on a subordinated 
note to Owners Discount Corp. of 
Elkhart, Ind., both notes due in 1969. 
Owners Discount is primarily an au- 
tomobile installment sales finance 


. Service Guide . 


CONSULTANTS 
to business and industry 
on problems related to 
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vaeet ~saaee 
or 
Commercial and Group Companies 
ANTHONY T. RES: P. H. B 
904 Dexter Horton Bldg. 

Seattle 4 ELiot 6710 











Octob 


Conk 
Less. 
( 


crease 
While 
tunitie: 
means 
Rece 
ments 
there 
risk to 
cording 
“In t 
to dete 
had a 
transfe 
someon 
This 0} 
diminis 
investir 
cable. 
thoroug 
analysi: 
The 
rates is 
risk, ac 
pointed 
of inter 
for risk 
investm 
Mr. C 
panies 
single ¢ 
investm 
area Co 
that the 
the sme 
larger « 
all alik 
“The 
a seriou 
contenti 
has bee! 
“We mz 
complac 
cyclical 











Executive 


BIRMII 
DALLAS, 
SAN FR. 











October 15, 1954 


LIFE INSURANCE EDITION 











15, 1954 


———==.:}: 


sentative 


isurance 
has re. 
iad been 
nent 22 
1issioner 


ling $4 
itements 
ressional 
ust, sta- 

Station 
nal Life 
ned and 
y, have 
tical ad- 
Ns com- 
approve 
pending 


ual, 
), 


agent at 
lal since 
of man- 
y devote 
tion. He 
> of the 
pension 
ice. His 


gall 


| general 
Life at 
million 
congra- 
ice-pres- 
10 point- 
in new 
onths of 


ce 


lalty has 
he street 
neapolis. 
place in 
> ground 
ompany. 


ymaha in 

in new 
e month 
1 agency 
| the top 
k, Oska- 


ent $14 
of Des 


TES 
5-6100 


a 


nt Co. 
ns 














Conklin Sees More Risk, 


Less Investment Return 
(CONTNUED FROM PAGE 1) 
crease further in the years ahead.” 
While this may offer greater oppor- 
tunities and returns, he added, it 

means increased investment risk. 

Recent trends in the chief invest- 
ments of life companies suggest that 
there exists far less tranferability of 
risk today than in previous years, ac- 
cording to Mr. Conklin. 

“In the past, if an investment began 
to deteriorate,” he said, “the investor 
had a fairly ready opportunity to 
transfer at least part of the risk to 
someone else through the market place. 
This opportunity to transfer risk has 
diminished greatly and means that an 
investment once made may be irrevo- 
cable. This heightens the need for 
thorough, forward-looking investment 
analysis.” 

The narrowing margin in interest 
rates is also a factor in the increasing 
risk, according to Mr. Conklin, who 
pointed out that “the lower the rate 
of interest, the lower the compensation 
for risk and the smaller the margin for 
investment error.” 

Mr. Conklin suggested that life com- 
panies today more than ever need a 
single executive head in charge of all 
investments, with all operations in this 
area coordinated. He also emphasized 
that the problem is even greater for 
the smaller life company than for the 
larger company, though it applies to 
all alike. 

“The business cycle will remain as 
a serious investment risk despite the 
contention in many quarters that it 
has been abolished,” Mr. Conklin said. 
“We may well have been lulled into 
complacency, for we have been in a 
cyclical upswing for so long and have 
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had no challenging testing period for 
an investment.” 

The prerequisite for an intelligent 
investment program in the period 
ahead, according to Mr. Conklin, is 
“an open-minded atttiude coupled with 
a healthy skepticism.” 

Interest rates are unlikely to change 
substantially in the near future, Sher- 
win C. Badger, vice-president New 
England Mutual Life, told the Finan- 
cial Section. 

Mr. Badger said that judging from 
official actions, as well as from official 
and semi-official statements of poli- 
cies,” we seem to be in a rather narrow 
band of fluctuations.” 

“On the up side,” he continued, “in- 
terest rates are being held in check by 
what the federal reserve described as 
‘active ease’, while on the down side, 
we are told there is no intention of al- 
lowing a sloppy money market to de- 
velop as that of the middle 1940s. 


“Even if it were possible for some- 
one to demonstrate conclusively that 
interest rates are likely to go up or 
down, I wonder if it would be of any 
great significance to the life insurance 
business from the long-range point of 
view. May it not be possible that our 
preoccupation with the future trend of 
interest rates has become outmoded— 
that we may be examining trees and 
neglecting the forest.” 

Murray Shields, vice-president and 
economist of the Bank of the Manhat- 
tan Company, New York City, said that 
key assumptions in forecasting the fu- 
ture are (1) that no matter what fluc- 
tuations time may bring in the level of 
business the rates of technological ad- 
vance make it inevitable that the long 
term growth trend will be sharply up- 
ward, potentially more so than ever 
before in this or any other nation; and 
(2) that for the next decade it is ex- 
tremely unlikely that there will be 
anything more than one or two “deep 
recessions” or “little depressions.” 

“We need not fear another long de- 
flation, such as we experienced in the 
30s,” he said. “Further, there is no 
prospect of a monetary panic or crisis.” 

He emphasized that it is assumed by 
most observers that something new has 
been added to the economic environ- 
ment, namely, “the grimmest sort of 
determination on the part of govern- 
ments everywhere to hold in check or 
to prevent altogether any significant 
downturn in business, employment and 
incomes—even at the expense of in- 
flation either mild or severe.” 


“Here I must say that I do not share 
the confidence that just because our 
government does not want to pay the 
economic price for the greatest war of 
all time we shall escape having to do 
so” he interjected. “I’m not sure any- 
one in or out of government knows 
enough about economic fluctuations to 
do that job. I’m not sure that political- 
ly motivated economic policies will 
permit government to take the neces- 
sary steps or to time them properly.” 

Mr. Shields then went into details 
concerning various phases of the ef- 
forts of the leaders of finance, indus- 
try and government to prevent serious 


. disturbances of our economic situa- 


tion from time to time, adding: “This 
is not to say that we have achieved 
the utopia of perpetual problemless 
prosperity,” but he continued, later: 
“We have, however, provided a sound 
and reliable basis for preventing peri- 
ods of economic readjustments from 
being more than brief and moderate 
interludes in a long period of progress, 
achievement and prosperity.” 








See the Man From 
Manhattan Life for 


OUTSTANDING 
BROKERAGE 
SERVICE 


Here are just 7 of the Many Sales 





Tools He Places at Your Disposal: 





YEARLY RENEWABLE TERM to Issue Age 64 inclusive. 


2. SuB-STANDARD, up to and including 750% Mortality. 
All plans, except Juvenile and Preferred Risk. 


3. SOME PLANS ISSUED TO AGE 75. 


4. WoMEN GET SAME RATES as Men for Life Insurance, 
same Waiver of Premium Benefits, and Double In- 
demnity on Standard Issues. 


5. HIGHLY COMPETITIVE PARTICIPATING ANNUITIES. 


6. NoN-MEDICAL TO AND INCLUDING AGE 45 for Men 
and Women. 


7. GROUP LIFE SUPERIMPOSED on existing group for key 
personnel where there are as few as 25 lives. 


A Copy of “42 Manhattan Life Features” 


May Help You Make Plenty 
of Extra Dollars 


It is yours for 
the asking. New, 
revised edition 
brings you right 
up-to-date on what 
The Manhattan 
Life offers. 
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Texas Insurance Being Made 
Scapegoat, Smith Charges 


(CONTINUED FROM PAGE 2) 

could read the number of letters cross- 
ing my desk in recent months from 
political office-holders in Washington 
who are laying plans for investigations 
or laying predicates for attacks on seg- 
ments of the Texas insurance indus- 
ny.” 

There is no insurance mess in Texas, 
Commissioner Smith said, adding there 
has been none. The premise of the 
charge is that many Texas companies 
are collapsing at great loss and hard- 
ship to policyholders, but he asserted 
that this is not so, citing figures show- 


WANT ADS 


Ri; 18 per inch per insertion—1 inch mini- 
ie words per inch. Deadline 5 P. M. 
Friday in se a effice—175 W. Jacksen Blvd. 
Individuals placing ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 














UNUSUAL SUPERVISORY 
OPPORTUNITY 


Promotion of present supervisor to his 
own general agency leaves opening in 
Indianapolis agency of top eastern com- 
pany. Agency in $6,000,000 area with 12 
full-time men under nationally-known gen- 
eral agent. 

Salary and commissions plus chance 
to participate in over-riding after 6 
months and an agency of your own if 
you do a good job for several years. 

Our agents know about this ad. All 
replies held in strictest confidence. Write 
details of experience and record to date 
to Box B-34, National Underwriter, 175 
W. Jackson Blvd., Chicago 4. 








SPLENDID OPPORTUNITY FOR EXECUTIVE 
POSITION IN COMBINATION COMPANY 


Old established eastern company with 
about $400,000,000 life insurance in force 
is interested in exceptional man with ex- 
perience in field and Home Office opera- 
tion. Position requires ability to plan and 
supervise field training program as well as 
qualifications to assist in field supervision. 
Attractive salary and excellent opportuni- 
ties for future. Advise in detail as to back- 
ground and experience. Reply confidential. 
Those in our organization are aware of 
this ad. Apply Box B-28, The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








FOR SALE 


WELL ESTABLISHED ACCIDENT AND HEALTH 
AGENCY with over One Hundred Thousand 
Dollars premium income on a vested renewal 
basis. Located in New York Metropolitan Area. 
Ill health forces sale consideration. Sales force; 
outstanding policies; well equipped office and 
potentials unlimited. Principals only. Reply in 
confidence to Box B-30, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








GROUP REGIONAL 
SALES MANAGER 


Opening in Cleveland area. Progressive, rapidly 
expanding and well known Mid-West Company. 
New Group ——— forming. Income open. 
Address B-29, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








ASSISTANT ACTUARY WANTED 


Rapidly growing eastern life company has open- 
ing for a young man with at least associate 
membership in Society of Actuaries. Address 
Box B-23, The Naiional Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 











ing that in each year from 1949 through 
1953 less than one-tenth of 1% of 
Texas companies went into receiver- 
ship, and almost without exception 
these companies were conspicuously 
small, the number of policyholders 
were few, and the actual loss to in- 
sured persons almost non-existent. 

Comparing the Texas record with 
that of other states—the overall size of 
the business and the ratio of insolvent 
companies to solvent companies—he 
said there is not a single major insur- 
ance state with an overall record equal 
to the Texas record of dependability. 
“Furthermore, you will find on such 
comparisons that the Texas record is 
unblemished by any instance in which 
old, established insurance companies— 
in any segment—have gone under after 
becoming large enough to be a major 
factor in the business.” 


_ Agreeing that one failure is one too 
many, Mr. Smith said the department 
should not stop short of the ideal of 
eliminating failure, but the answer 
does not lie in stopping the growth of 
Texas insurance. 

In many respects, he went on, insur- 
ance is the most important business in 
Texas or in the southwest. It represents 
the first successful effort of the south 
to establish a financial business of its 
own with its own capital, and this ven- 
ture is beginning to bring into Texas 
dollars from outside the state needed to 
finance the development of the area. 
He predicted that in the long pull in- 
surance will develop into the prime 
source of capital for the southwest. 

“Personally, I can think of nothing 
more short-sighted and nothing more 
foolhardy than to undertake—at this 
time—to choke off the growth in ex- 
pansion of the Texas insurance indus- 
try. We need to let the industry grow. 
I am not nearly so afraid of the con- 
sequences of competition as I am of the 
consequences of monopoly.” Mr. Smith 
said he doesn’t want to see Texas in- 
surance placed in a statutory strait- 
jacket at the expense of its main asset 
of using imagination to serve the pub- 
lic. 

Texas insurance people have the 
responsibility to protect their business 
and the state by uniting to overcome 
the problem of public misunderstand- 
ing, he said. If such a united effort is 
not made he predicted there would be 
increasingly serious trouble for the 
business “as a whipping boy for op- 
portunist politicians who will exploit 
your bigness as an avenue to popular 
support of unsound, unnecessary and 
dangerous punitive measures.” 


It is distressing, Mr. Smith remarked, 
to realize that in almost none of the 
major national insurance organizations 
in any field do Texas insurance execu- 
tives have a major role. “Too many 
Texas insurance men are entirely too 
willing to take a hat-in-hand, thumb- 
twiddling stance before those groups 
and apologize for, rather than defend, 
Texas insurance. It is time for you to 
assert yourselves, capture the leader- 
ship your position deserves, and make 
your presence known.” 

He also was critical of the “passion 
for national uniformity,” which he 
termed the greatest evil in the busi- 
ness today. There may be some tem- 
porary advantages to be gained in 
terms of convenience, efficiency or 
consistency, but to accept the concept 
that insurance laws and _ practices 
should be word for word and letter for 
letter, the same in each state sounds 
“the death knell of state regulation and 
you are signing a warrant for your own 
execution.” Each state has the right to 


adapt its insurance code and regula- 
tions to the needs of its economy, he 
said. If Texas had not upheld that 
principle in 1907 with the Robertson 
law there would be no worthwhile in- 
surance in Texas today. “Uniformity 
is a powerful weapon to use against 
the development of regional insurance 
industry such as ours... The standards 
for whatever uniformity may exist will 
come from other sections of the coun- 
try, not from ours.” 

The Board of Commissioners is 
aware of its responsibilities and over 
the past months has undertaken to en- 
force the laws vigorously and eradicate 
companies not having the right to exist 
because they don’t measure up to re- 
quired standards. He said the board 
will attempt to eliminate conflicts 
within the laws with the idea of build- 
ing the business stronger. 





Indiana A&H Caravan 


Draws 183 Attendance 


Drawing a combined .crowd of 183, 
the caravan sales congress of Indiana 
Assn. of A & H Underwriters stopped 
at Fort Wayne and South Bend. A 
panel of four speakers was moderated 
by R. W. Osler, Rough Notes Co., Indi- 
anapolis. 

J. T. O’Neal, manager Great-West 
Life, Indianapolis, outlined saies tech- 
niques, urging that all life men put 
disability coverage in every program 
automatically. “Since we put a box in 
our programming forms to cover dis- 
ability, our disability sales have risen 
sharply,” he declared. 

The high points of the new tax law 
were covered by Newell Munson, gen- 
eral counsel Indianapolis Life. He ex- 
pressed the opinion that speculation 
over what constitutes a 5% reversion- 
ary interest under the new law deal- 
ing with policies owned by other than 
the insured may soon be “academic.” 





Chartered Life 





This We Beltove 


The National Quality Award promotes 
better marketing of life insurance. Winners 
of this award are paid an extra bonus of 
“ $1.50 per thousand under our contract. 


The Life Underwriters Training Course 
sponsored by N. A. L. U. is “tops” in the 
field. We urge our field men to take it and 
pay one half the cost for those who enroll. 


Underwriters 
should be taken by all career underwriters. 
To encourage it we pay a liberal bonus to 
our men for each examination passed 
plus an extra on the final examination. 


Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 


“Under an unreversed 1954 decision” 
he pointed out, “the doctrine has bee, 
established that in the case of trans. 
fers to take effect at death, if the 
transferee had the right to dispog 
completely of the property (which 
would mean to cash out a life insur. 
ance policy), then any possibility 
reversionary interest is nullified. } 
seems to me likely that either regula. 
tions or subsequent litigation wil 
adopt this doctrine in transfers of ip. 
cidents of ownership in life insurance 





J. E. Whittington, general agen; 
Monarch Life, Indianapolis, advise 
brushing up on the selling points aboy 
business A & H. 

Robert Garrett, assistant genera 
agent General American Life, Lafay. 
ette, reviewed the new social security 
law and discussed package sales open. 
ed up by it. He said many self-employ. 
ed professional men who are exclude 
nevertheless may have current social 
security credits because of military 
service and recommended calling it t 
their attention as an approach. 





Stage CLU Conferment at Dallas 


Thirteen CLU designations were pre. 
sented at a conferment dinner spon. 
sored by Dallas CLU chapter. Ad. 
dresses were made by Frank Cooper, 
Southwestern Life, Fort Worth, presi- 
dent of the American Society, and 
Charles E. Gaines, associate director of 
the Southern Methodist University in. 
stitute. M. I. Carlson, Universal L. ¢ 
A., Dallas chapter president, presided, 





Has Unique Sales Contest 


“More Meat on the Table’ is the 
theme of a six-week Indianapolis Life 
sales contest. In keeping with the 
theme, the pay-off will be in beef— 
side for the winner and smaller por- 
tions for runners-up. 





e Glynn R. West, with Prudential 


since 1948 at Newark, has been ap- 
pointed division manager at Cleveland. 


Training 
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Mrs. Hobby Proves Good 


Salesman for Ike’s Program 
(CONTNUED FROM PAGE 1) 

jzed medicine, Mrs. Hobby said “we 
still strongly believe in a bill along 
those lines—one which seeks to com- 
press the experimentation of the next 
90 years into less than half the time 
through the simple mechanism of a 
proad sharing of risks. We believe that 
such a bill will bring broader benefits 
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to more people and will nurture rather 
than weaken the voluntary health in- 
surance concept. 

“It is apparent that the American 
people are going to have protection 
against health risks. I am convinced 
that the insistent and increasing de- 
mands of the people will one day be 
reflected by congressional action of 
some sort. It is our joint task to help 
assure that the action taken will re- 
flect the majority viewpoint of the 
American people who want voluntary 
health insurance. 

“The reinsurance proposal of this 
administration—on a voluntary and 
non-subsidy basis—represented our 
choice of a formula for legislative ac- 
tion. The mechanics of the proposal 
were developed under the guidance of 
distinguished consultants from your 
industry. Perhaps it can be improved. 
Perhaps, for example, it can be made 
more specific. In any event, we want 
any counsel your industry can give 
us to perfect or improve the adminis- 
tration’s proposal. We hope you will 
share with us the task of developing 
a sound and practical bill which will 
meet the needs of the people and yet 
preserve the structure of the volun- 
tary health insurance industry. 

“Before closing, I would like to con- 
sider with you for a moment the phil- 
osophy which the President of the 
United States spelled out to the presi- 
dents of some of your member com- 
panies that day last May at the White 
House. I wish you could have all heard 
him. President Eisenhower observed 
that the great social conflicts of our 
times in this country largely revolve 
around one basic issue—the delinea- 
tion of the proper spheres of action of 
government on behalf of all the people 
and of the individual. The drawing of 
this line of demarcation is a basic and 
continuing concern of policy-makers 
in the executive branch and in the 
Congress. The President said that the 
social problems of our day, the chang- 
es in our economy and way of life, 
the changing character of our living 
standards, the pressures of interna- 
tional events—all of these make it 
clear that the line of demarcation will 
frequently require redefinition. 

“The President then enunciated his 
firm conviction that the reinsurance 
concept was a sound and reasonable 
redefinition of the responsibility of 
government and private enterprise. 
The bill would leave the relationships 
between your organizations and the 
holders of health insurance policies 
unchanged. 


“Similarly, in my view the social se- 
curity amendments of 1954 involve no 
Significant alteration in the existing 
demarcation of areas of government 
and individual responsibility. 

“We have the greatest confidence in 
business statesmen with social consci- 
ousness who realize that our free en- 
terprise system can live and flourish 
only when sound social concepts of 
the welfare of the individual are tak- 
€n into account. Free economy is on a 
firm foundation only when it has the 














support of a nation of healthy, happy 
and productive individuals. 

“We are looking toward private in- 
surance to provide a major element 
of our social gains. And we are con- 
vinced that within the framework of 
our great free enterprise system in- 
surance can help us to build a better 
and stronger America. 

“Our joint task is an inspiring one, 
and one that requires the greatest 
imagination and vision that each of us 
has to offer. With your continued 
help, we shall move forward together 
toward a better life for our people, 
while preserving intact the freedom 
and initiative of the individual which 
is the genius of our great democracy.” 

Earlier in her address, Secretary 
Hobby said in 1940 685,000 persons 
were covered by company and union 
pension plans established under pri- 
vate insurance company auspices, 
while in 1953 the number so covered 
had expanded to 3,940,000. Private 
insurance company reserves, covering 
such programs expanded from $4.7 
billion in 1949 to $8.6 billion in 1953. 
“Perhaps it is fair to say that many of 
these would not have been established 
had there been no OASI program to 
serve as a base,” she observed. 

“Despite this assurance from the 
past record you may be concerned 
about the future,” she said. “Our esti- 
mates indicate an increasingly large 
area for the sale of private insurance. 
An insurance representative approach- 
ing a potential purchaser examines 
the dollar gap between the current 
monthly earnings of the prospect and 
the monthly benefits OASI would pro- 
vide for the individual’s widow and 
children. We are all familiar with the 
charts you prepare illustrating this 
dollar gap between present earnings 
and OASI replacement. Our estimates 
show that this dollar gap will, on the 
average, be even greater in the year 
1957, after the 1954 amendments have 
had their effect, than it was in 1944— 
the first full year in which OASI max- 
imum survivors benefits could have 
been paid. 

“Furthermore, I need not remind 
you that OASI does not provide bene- 
fits to a widow in the years after her 
youngest child reaches 18 and before 
she reaches 65. The increase in the ben- 
efits payable for the young widow with 
children and the aged widow should 
intensify a man’s interest in building 
an income for the middle years of his 
surviving spouse, as well as augment- 
ing her income during the years she is 
receiving OASI benefits.” 

Mrs. Hobby said that another reason 
for viewing the future with optimism 
lies in the increase in annual personal 
savings—from $6% billion in 1949 to 
$20 billion last year. Thus, at the same 
time that the incentives for additional 
protection will remain or increase, the 
wherewithal to purchase the additional 
protection may also be expected to 
increase. 

“On the basis of these facts and fig- 
ures, I believe you can look forward 
to continued prosperity and success in 
providing security for the individual,” 
said Mrs. Hobby. 

The principles the administration 
followed in developing the 1954 
amendments and other parts of its 
legislative program were first to make 
OASI as nearly universal as possible, 


‘and second, to make its benefits real- 


istic, but limited to a floor of protec- 
tion, and third, to have as much insur- 
ance protection as possible handled by 
the privately operated insurance in- 
dustry, she said. 

Discussing the major OASI amend- 


ments, Mrs. Hobby said perhaps the 
most significant change is the exten- 
sion of social security coverage to 
about 10 million more people. As a re- 
sult of the 1954 amendments, nine out 
of 10 civilian jobs are now eligible for 
coverage. 

“In my opinion, this change alone 
will make people more conscious of 
the need for insurance and thus may 
well facilitate the sale of millions of 
dollars of additional life insurance, 
particularly in rural areas,” said Mrs. 
Hobby. 

“The new law also provides that the 
lowest four or five years of earnings 
or no earnings will be eliminated in 
computing benefits. Your testimony on 
the OASI bill stated your view that 
this represents a fair and equitable 
change. In addition, several major im- 
provements in the retirement test 
were adopted. The new law permits 
persons over 65, whether working for 
others or for themselves, to earn up to 
$1,200 a year before they lose a month- 
ly social security benefit. Thus they 
will have more incentive to continue 
in a socially productive and money- 
earning activity.” 

Regarding the change in the upper 


limit of the benefit formula from $3,- 
600 to $4,200 and the general increase 
in retirement and survivor benefits, 
Mrs. Hobby said: “We sincerely be- 
lieve these changes were justified by 
the increased wage levels and cost of 
living. The new wage base and benefit 
scales represent, in our opinion, a true 
middle-of-the-road course between a 
wholly static posture in the face of an 
expanding economy and the more ex- 
treme proposals which have _ been 
pressed upon the Congress.” 

The change made to preserve the 
benefit expectancy of the disabled Mrs. 
Hobby termed no more than human 
justice and not any more radical than 
the ordinary waiver of premium provi- 
sion. 


Prudential Names Carlin 


Clair F. Carlin, formerly brokerage 
manager at Philadelphia for Pruden- 
tial, has been appointed assistant di- 
rector of agencies in the home office 
ordinary agencies department, where 
he will assist William V. Winslow, di- 
rector of agencies, in expansion of the 
company’s brokerage program. 

Mr. Carlin was special agent from 
1951 until becoming brokerage man- 
ager in 1952. 
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ASSOCIATIONS 





Davis Tells Indiana Locals 


Dangers of Social Security 


The new “adequate income” concept 
of social security will push not only 
the individual but also business and 
industry into greater and greater de- 
pendence on the government, Francis 
Davis, general agent, Indianapolis 
Life, Marion, Ind., president of Indi- 
ana. Life Underwriters Assn., told 
officers and board members of_local 
associations at Hammond, La_Porte- 
Michigan City, South Bend, Elkhart 
and Fort Wayne. Accompanying Mr. 
Davis on visits to the six associations 
was Kenneth Wilkinson, Minnesota 
Mutual, South Bend, a regional vice- 
president. : 

“If succeeding congresses increase 
benefits every election time, we shall 
soon reach a place where incentive to 
save is killed for millions,” Mr. Davis 
warned. “Long-term savings will drop, 
leaving less and less financing on 
business, which will be inclined to 
turn to the government for the money 
it needs—that is, to socialism.” ; 

For the first time, Mr. Davis said, 
social security benefits were increased 
when there had been no increase in 
the cost of living. “Benefits for mil- 
lions will now be more net income 
than they had during their working 
years,” he said. “Thus little incentive 
to save for themselves is left to these 
people.” 


N. Y. City Assn. to Hear 


Discussions of Tax Code 


Robert J. Lawthers, director of ben- 
efits and pension business of New Eng- 
land Mutual, will discuss “Taxation of 
Annuities and Annuity Benefits” and 
Harry S. Redeker, general counsel of 
Fidelity Mutual, will cover “Taxation 
of Life Insurance Proceeds” at the 
opening educational meeting of New 
York City Life Underwriters Assn. 
Oct. 21. ; 

The meeting will be devoted entire- 
ly to the 1954 internal revenue code. 
Both men are nationally known lec- 
turers on taxation. President of the as- 
sociation is Harry K. Gutmann, Mutual 
of New York. 








$100 Insurance Scholarship 


Rhode Island Assn. of Life Under- 
writers has made available a $100 
scholarship for life insurance stu- 
dents at University of Rhode Island. 
The recipient will be chosen by the 
university’s college of business ad- 
ministration. 


200 at W. Texas Congress 


Some 200 agents attended the West 
Texas sales congress at Abilene that 
featured both inspirational messages 
and practical sales tips. 

Speakers were V. W. Kelley, Ami- 
cable Life, San Angelo, president of 
Texas Assn. of Life Underwriters; 
Robert J. Tiffany, Equitakle Society, 
Abilene; Hollis Manly, Jr., supervisor 
of training, Amicable Life; Richard 
Penney, American Hospital & Life, 
San Antonio; Jack Wardlaw, North- 
western Mutual, Raleigh, N. C.; T. M. 
Green, Massachusetts Mutual, Oklaho- 
ma City, and Dr. Sterling L. Price, 
University Baptist Church, Abilene. 





Pittsburgh—Association President C. Robert 
Schar, State Mutual Life, Vice-president The- 
odore G. Stinner, Knights Life, and Treasurer 
George D. Covell, Connecticut General, met 
with the Butler branch Oct. 7 and the Beaver 
Valley branch Oct. 8, and visited the Wash- 
Oct. 14 and will visit the Fayette branch 
Oct. 21. 


Montpelier, Vt.—The central Vermont asso- 
ciation, recently reactivated, has elected Ed- 
ward J, LeVasseur, Jr., Prudential, Montpelier, 
president; Clyde H. Reynolds, Aetna Life, 
Montpelier, vice-president; D. S. Cecchini, 


Metropolitan Life, Barre, secretary-treasurer, 
and Harold M. Bancroft, New York Life, 
Barre, national committeeman. Meetings will 
be held alternately in Barre and Montpelier 
during October, November and December. 


Albany—Participating in the annual “apple- 
knockers” sales caravan of New York state 
association, Oct. 20-22 at Buffalo, Syracuse and 
Poughkeepsie, will be Robert H. Langford, 
Mutual of New York, Albany, moderator; and 
H. Fred Monley, associate director of field 
training Prudential; Philip H. Oxnam, Mutual 
of New York, Schenectady; Michael P. Coyle, 
Phoenix Mutual Life, New York City, and 
Russell E. Newkirk, president of Newkirk 
Associates, Inc., law and tax publishers. 


Miami—A total of 70 agents have enrolled 
in the LUTC course. Classes will be organized 
Oct. 21 and will be taught by William M. 
McKee and William F. H. Keifer, both of 
Mutual Benefit Life. LUTC courses have been 
offered in Miami for five years and during 
that time 77 agents have been graduated and 
105 more have taken at least one part. 


Stevens Point, Wis.—Central Wisconsin Assn. 
of Life Underwriters at its monthly meeting 
here heard Frank Donnick of the social se- 
curity office of Wausau, Wis., discuss changes 
in the social security act and their relation 
to life insurance. Members from Marshfield 
and Wisconsin Rapids attended. 


Oshkosh, Wis.—LUTC certificates were pre- 
sented to 11 members. A. L. Senderhauf, Wis- 
consin National Life associate agency director, 
was presented a special certificate of apprecia- 
tion for conducting classes the last two years. 


Green Bay, Wis.—Tim Blaney, Northwestern 
Mutual, and Homer Maes, Jr. Metropolitan, on 
the educational committee of the Northeast 
Wisconsin association, are studying the pos- 
sibility of forming another LUTC course. 


Milwaukee—Robert L. Walter, Peninsular 
Life, Orlando, Fla., new president of NALU, 
reviewed problems facing the National As- 
sociation and the business generally in the 
coming year. 


Missoula, Mont.—Dr. T. H. Smith, dean of 
the business school at Montana State Univer- 
sity, addressed a meeting of the Western Mon- 
tana association at which LUTC certificates 
were awarded. 


New York City—Carles N. Barton, gen- 
eral agent of Union Central in New York, has 
been appointed general chairman of the mem- 
bership committee. The association has set a 
goal of 3,000 members by the end of the year. 


Toledo—William A. Hunt, manager at Cleve- 
land for Phoenix Mutual Life, spoke on 
“Motivation of a Salesman.” 


Madison, Wis.—Seventeen members who 
have completed the LUTC received certificates 
from L. J. Meinhardt, local chairman of the 
course. 


Cincinnati—Louie E. Throgmorton, vice- 
president and director of public relations, 
Republic National Life, will speak Oct. 15 
on ‘Manna for Mamma”, 


St. Joseph, Mich.—Estate planning was 
discussed by J. L. Globensky, Benton Harbor 
attorney. 


Green Bay, Wis.—Judge Donald Gleason ad- 
dressed a luncheon meeting of the Northeast 
Wisconsin association. 








Travelers Promotes 3 in 
Group Actuarial Department 


_ Travelers has made three promotions 
in its accident and group actuarial de- 

aie partment. Ralph 
H. Maglathlin, as- 
sociate actuary in 
the life actuarial 
department since 
1950, becomes ac- 
tuary; William I. 
Struble, assistant 
actuary in the life 
actuarial depart- 
ment since 1951, 
becomes associate 
actuary, and Geor- 
ge A. Reynolds, in 
the accident and 
group department 
since he joined the 
company in 1952, becomes associate 
actuary. 

Messrs. Maglathlin and Struble join- 
ed the company in the life actuarial 
department in 1936 and 1938 respec- 
tively. Mr. Reynolds formerly was with 
Great-West Life. All three are fellows 
of Society of Actuaries. 





R. H. Maglathlin 








FRATERNALS 


Lutheran Brotherhood 
Has Big September 


Field representatives of Lutheran 
Brotherhood submitted a total of 
nearly $2,200,000 in life insurance 
applications on the birthday of the 
company’s president, C. F. Granrud, as 
the high point of a September drive 
for members. This followed the record 
month of August when $7,730,049 of 
insurance was put in force, an increase 
of 35% over the same month in 1953. 
The society reports a gain of more than 
20% in sales during the first eight 
months of 1945 as compared to the 
same period a year ago. 








Jacobson V-P, Chief Actuary 


for Lutheran Brotherhood 


Reuben I. Jacobson has been ap- 
pointed vice-president and chief ac- 
tuary of Lutheran 
Brotherhood. Since 
1952 he has served 
as chief actuary of 
Western & South- 
ern Life and be- 
fore that was 2nd 
vice-president and 
actuary of North- 
western National 
1947. 

Mr. Jacobson is 
a Fellow of Society 
of Actuaries. Ed- 
ward Brown, Jr., 
Chicago, will con- 
tinue to serve 
Lutheran Brotherhood as _ consulting 
actuary, and Ingolf Lee and Alan Pet- 
erson continue as assistant actuaries. 

William <A. Lundquist has been 
promoted to midwest field supervisor, 
with headquarters at the head office. 
He has represented the society at 
Redwood Falls, Minn., for two years. 


a 


Reuben 1. Jacobson 





Boose Advanced by K. of C. 


Raymond F. Boose has been pro- 
moted to general agent for Nebraska 
by Knights of Columbus. Mr. Boose, 
who has been serving as a field agent 
in Kansas, recently completed a course 
in advanced life underwriting at Kan- 
sas University. 





Ohio Congress Meets Oct. 18 
Ohio Fraternal Congress will hold its 
annual meeting at Cleveland Oct. 18. 





Plaque Awarded to Pilgrims 

Milwaukee Fraternal Congress at its 
monthly meeting awarded the annual 
achievement plaque to the Fraternal 
Order of Pilgrims as the society con- 
tributing the most effort toward the 
success of the local congress in the 
past year. 


Standard, Ind., Has Agency 
Service Unit, Wiley Is Head 


Standard Life of Indiana is estab- 
lishing an agents’ service department 
entirely separate from the agency un- 
derwriting and new business depart- 
ments. It will be headed by Charles W. 
Wiley who will report directly to the 
president of the company. He formerly 
was in the underwriting department of 
Guardian Life and in the field for Fid- 
elity Mutual. 

The new department will be the 
representative of field men in the home 
office relative to handling of applica- 
tions and other new business opera- 
tions. All correspondence concerning 
applicants and policy issuance will be 
—— through Mr. Wiley’s depart- 
ment. 








Ask Proposals for Ad&k 
on U. S. Employes 


WASHINGTON—Life and A&H rep. 
resentatives, and Blue Cross, Blu: 
Shield and group medical prepaymey 
plans have been asked by civil servig 
commission to submit by Nov. 1 spe. 
cific proposals or plans they woul 
recommend or consider for group AgR 
coverage of domestic federal civilia, 
employes. 

Working on the problem is a com. 
mittee that includes Henry Beers cf 
Aetna Life, Joseph Nichols of Proyj. 
dent Life & Accident, and Henry 
Smith, of Equitable Society. ‘ 


F. J]. O'Regan 


to Join Conference 

F. J. O’Regan will leave the Sa 
Francisco office of the California de. 
partment Nov. 1 to join H&A Under. 
writers Conference. He will take ove 
legislative and regulatory matters for. 
merly handled by Robert H. Rydman 
now associate general counsel of North 
American Life & Casualty. Mr. O’Re. 
gan has specialized in disability insyr. 
ance. He has had four years with the 
department and one in private prac. 
tice. 


Walker at Md. Jubilee 
Lauds Agent's Vital Role 


Life insurance will never be bough 
as a commodity until it has first bee 
sold by some good agent as a way of 
life, said President Robert L. Walker 
of National Assn. of Life Underwriter 
at the life insurance week jubilee cele. 
bration at Baltimore. 

Mr. Walker, who is manager fa 
Peninsular Life at Orlando, Fla., de 
clared that although the money valu 
of life insurance owned in America js 
tremendous, its social impact is great. 
er, by far, in terms of the interests 
“nearest and dearest to human hearts.” 


The dinner dance at which Mr 
Walker spoke celebrated the success 
ful conclusion of the first annual state- 
wide observance of life insurance 
week, sponsored by the Baltimore Life 
Underwriters Assn. and proclaimed by 
Governor McKeldin of Maryland ani 
Mayor D’alesandro of Baltimore, both 
of whom were honored guests at the 
dinner, as was Commissioner Jackson 
of Maryland. 

It was Mr. Walker’s first public ap- 
pearance as NALU president. He 
warned that “we must recognize that 
the agency system as we have know 
it is beset by powerful forces—this 
time of testing will determine whether 
or not it will endure.” 

“For 65 years,” Mr. Walker declared, 
‘‘we have stood like a rock for the bes 
in life insurance. Seldom has pettines 
marred our acts; always the good of the 
public and of the life insurance bus- 
ness has been foremost in our endeay- 
ors.” 
















Outlining the work of NALU, M. 
Walker emphasized: “NALU is a pow 
er for good in our business. How ofte 
we intervened in legislative matters— 
state and national—as custodians @ 
the public interest! Our meetings, sale 
congresses and conventions add im- 
measurably to the knowledge _ ani 
skills of all life underwriters. Fro 
our ranks have graduated scores # 
distinguished workers into executive 
leadership in our companies. Ofttimé 
it is association work that has focused 
attention on the capacity of individuals 
for leadership—qualities that other 
wise might never have come to hi 
What force in the whole world of lift 
insurance can equal our ceaseles 
striving for professional competent 
professional attitude, and ethical pra 
tice? None!” 
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Today's young men share that heritage and with it the privilege of 
providing financial security in their own way for themselves and 
their families. 


Since 1847 The Penn Mutual has pioneered many of the develop- 
ments which now make it possible, through life insurance, to tailor 
‘ an “Independence Plan” to your particular needs. To young men, 
Lm this Plan offers an unusual opportunity, at low cost, to insure 
financial freedom—regardless of the uncertainties of changing times 
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Your Penn Mutual Underwriter is well qualified, by training and 
experience, to help you develop your own “Independence Plan.” 
Call him today. His services are yours without obligation. 
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Back TO HIS OLD READING HABITS AGAIN .. . 
looking for a job with a long-range future. And this 
time, he’s checking job stability first, bypassing com- 
panies that seem to be plagued with periodic wage 
cuts and layoffs. 

Good idea. And good reason to look into the 
87-year record of growth and expansion behind The 
Union Central Life Insurance Company. 

Operating in 46 states, the District of Columbia and 
Hawaii, The Union Central enjoys a national reputation 
for sound, progressive business practice. The Company 
has successfully weathered four major wars and seven 
depressions—has never cancelled an underwriter’s con- 
tract because of market failures or shortage of mer- 
chandise to sell. In addition, The Union Central repre- 
sentative is never affected by hectic labor disputes or 
slack seasons. There is always a market for life insur- 


WANTED 
—a future 


ance, regardless of business conditions. And to effec- 
tively serve that market, The Union Central provides 
a complete line of policies to suit every life insurance 
need from birth to age 70. 

Yes, The Union Central offers real stability plus all 
these other major job factors. Choice of your own job 
location. Thorough, effective training. Wide variety of 
research-tested training aids. Unlimited opportunities 
for steady advancement. Sound earnings plus liberal 
retirement and pension plans. And scientific aptitude 
testing to help you determine if the job is best for you. 

From the very beginning, you'll find every indication 
of a long-range future with The Union Central. So 
drop us a line and we'll be glad to arrange an interview 
at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


SEVENTH in a series designed to be of service to men contemplating a life insurance career. The advertisements appear in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 











